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to persons living 
The character in this sketch is definitely not fic- 
titious. He could very easily be someone who 
went to the tna Life Insurance School and then 
“went to town” in a big way. 

He’s the fellow who was graduated from the 
School and went on to make the tna Life 
Leader’s Club. This year he’s an Etna Region- 
naire and he has comfortably averaged more than 
an app-a-week during 1943. 

He’s also the fellow who came to the School 
without any previous insurance experience. In 
eight months he qualified as a Regionnaire, ranked 


among the first hundred life and accident Leaders, 
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intentional 


purely 


led the country in number of group cases, and 
ranked ninth in group volume. 

Or, perhaps, he’s one of the fellows who has been 
in the business for several years and, after com- 
pleting the Etna Life Insurance School course, 
improved his annual production by well over 
$100,000. 

None of these men is imaginary. They are living, 
hard-working life insurance Salesmen like your- 
self. Exceptional? Perhaps . . . but really not 
as unusual as you might believe because records 


reveal definite sales improvement by graduates 


of the Aitna Life Insurance School. 
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continues to rise. 
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Left to right: ]AMES H. ELMORE, 
President of Acacia’s honor organiza- 
tion; WILLIAM MONTGOMERY, 
President of Acacia; ROLAND C. 
SUTER, Chairman, Acacia’s Field 
Advisory Committee; SAMUEL E. 
MOOERS, Field Vice President of 
Acacia—at the ceremonies announc- 
ing to Field and Home Office em- 
ployees attainment of the Golden 
Anniversary Goal, October 11, 1943. 
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A Message to ACACIA’S 


me. 


FIELD FORCE 





Today we passed the $500,000,000 mark in life insurance in force. 
When you pledged this goal for my 50th Anniversary with Acacia you 
could not have foreseen the trials and difficulties you have so successfully 
overcome in passing the half billion mark nearly three months ahead of 


Some of the records you have made in reaching this goal are almost 


Paid-for business is up 46% this year. 


Net Gain in business in force is up 160%, showing the high quality 
of the new business sold. 


Average annual production per man is now over $219,000 and 


You have never failed me — you have more than made good your 
pledge. You have proved anew your loyalty, efficiency and enthusiasm. 
I am sincerely grateful for the tribute you have paid by dedicating this 


President 


ACACIA MUTUAL LIFE INSURANCE COMPANY 








matter, June 9, 1900, at the post office at Chicago, Ill., under Act of March 3, 18 
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Complete Program 
of Research Bureau 
and Agency Officers 


Current Pressing Prob- 
lems in the Production 
Field to Be Discussed 


The complete program for the Asso- 
ciation of Life Agency Officers and 
Life Insurance Sales Research Bureau 
joint annual meeting at the Edgewater 
Beach Hotel, Chicago, Nov. 16-18 has 
been announced. The program has been 
designed to bring light on the current 
pressing problems which confront the 
agency officer today and also to consider 
postwar problems which will face the 
agency officer. The theme of the entire 
meeting is “Planning for Progress.” 

The first official meeting will be the 
general session on the afternoon of Nov. 
16, at which R. E. Irish, chairman of the 
Research Bureau executive committee 
and president of Union Mutual, will pre- 
side. On Monday and Tuesday morn- 
ings will be the usual committee meet- 
ings. 

First Sessions Program 


The Tuesday afternoon program con- 
sists of: “Planning for Progress,” B. N. 
Woodson, assistant manager Research 
Bureau; “A Flexible Blueprint,” F. H. 
Haviland, vice-president Connecticut 
General; “Progress Through Morale,” 
Ray E. Fuller, agency vice-president 
Equitable of Iowa; “Tomorrow Will Be 
What We Make It Today,” W. R. Jen- 
kins, sales director Northwestern Na- 
tional. The sessions of the day will be 
presided over by C. O. Fischer, chairman 
of the Research Bureau directors and 
vice-president of Massachusetts Mutual. 

The program includes in the morning: 
“Progress Through Cooperative Re- 
search,” C. O. Fischer; “What Is the 
Man-power Picture Today?”, Ward 
Phelps, consultant Research Bureau; “A 
Definite Recruiting Program,” H. T. 
Burnett, vice-president Reliance; “Incen- 
tive Financing—a Year Later,” J. A. 
McAllister, superintendent of agencies 
Sun Life of Canada; “Training of To- 


morrow,” E. Paul Huttinger, second 
vice-president, Penn Mutual. 
In the afternoon: “Compensation 


Committee’s Activities—the Basic Prin- 
ciples of Compensation,” E. M. Mc- 
Conney, vice-president Bankers of Iowa; 
A Field Man’s Viewpoint on Compen- 
sation,” H. A. Hedges, general agent, 
Equitable of Towa, Kansas City, presi- 
dent National Association of Life Under- 
writers; “Compensation Is Only Part of 
the Answer,” W. P. Worthington, vice- 
president and superintendent of agencies 
Home Life: “The Field Viewpoint on 
Postwar Planning,” C. D. Connell, gen- 
cral agent, Provident Mutual, New York, 
Immediate past chairman agency prac- 
tices committee N.A.L.U.; “Toward a 
Durable Agency Organization,” J. A. 


Sully, air vice-marshal Royal Canadian 
Air Force. 


Thursday Program 


P The chairman of the Thursday ses- 
sion, which will conclude the meeting, 
will be S. T. Whatley, chairman of the 
executive committee of the Agency 
er and vice-president Aetna Life. 

1€ Program is as follows: “Business 
Mobilizes to Win the Peace,” C. S. 


Fletcher, general sales manager Stude- 
(CONTINUED ON PAGE 22) 





Pensions Subject 
to Withholding Tax 


New Ruling Clears Up 
Questions Raised by 
New Regulations 


The term premium in pension trusts 
is subject to the withholding tax, ac- 
cording to a ruling received by Theo- 
dore C. Weinberg, Chicago C. P. A. and 
attorney, from T. Mooney, deputy com- 
missioner of internal revenue, Wash- 
ington. Under the regulations issued 
Aug. 27, an employe under a pension 
trust must pay an income tax on the 
life insurance protection he receives, the 
amount being the term insurance pre- 
mium for the coverage he receives. 

The hypothetical case submitted by 
Mr. Weinberg follows: 

“The M. Company has adopted an 
employes’ pension trust, which was ex- 
empt from tax under Section 165 of the 
internal revenue code. Contributions to 
such employes’ pension trust have been 
deemed allowable deductions under Sec- 
tion 23 (p) of the internal revenue code. 


Regulations Explained 


“Regulations 103, Section 19.23 (p) 
(1) (A)-1 as added by T. D. 5278 pro- 
vides that benefits such as life insurance 
payments exempt under Section 22 (b) 
(1), will not be considered as part of the 
retirement annuity for purposes of this 
section. The cost of such life insurance 
benefits as distinguished from the cost 
of an annuity is deductible under Sec- 
tion 23 (a) to the extent it is ordinary 
and necessary expense, and is includable 
in the income of the employe as addi- 
tional compensation in the year or years’ 
payments for such life insurance as are 
made. 

“Ruling is herewith respectfully re- 
quested as to whether such term cost 
of life insurance, taxable as income to 
the beneficiaries, is subject to withhold- 
ing under the current pay as you go tax 
act. If same is subject to withholding 
by the M. Company, how and when is 
such withholding effected by the M. 
Company?” 


Commissioner’s Ruling 


Mr. Mooney replied as follows: 

“Section 1621 of the code as added 
by the current tax payment act of 1943 
defines ‘wages’ as ‘all remuneration 
(other than fees paid to a public offi- 
cial) for services performed by an em- 
ploye for his employer, including the 
cash value of all remuneration paid in 
any medium other than cash; * * *’. It 
is the opinion of this office that amounts 
paid for additional benefits, which un- 
der the provisions of section 19.23 (p) 
(1) (A)-1 of Regulations 103 are not 
considered a part of the retirement an- 
nuity and are includable in the income 
of the employe as additional compensa- 
tion, constitute wages which are sub- 
ject to the withholding of tax. 

“The tax to be withheld with respect 
to the amounts paid for such benefits 
should be computed in accordance with 
section 404.206 of Regulations 115. 
Where wages are paid in property other 
than cash, it is necessary that arrange- 
ments be made by the employer and 
employe to insure that the amount ot 
tax is available for payment.” 

Since the Aug. 27 ruling underwriters 
have been estimating the term insurance 
premium on each policy under pension 
trust cases. However, it has been un- 
certain whether or not this part of the 
employe’s income was subject to the 
withholding tax. Under the above rul- 
ing all pension trust cases will have to 
be refigured for withholding tax pur- 
poses and a system for deductions set 


Ill. Dept. Resumes 
Issuing Licenses 


Injunction Modified to 
Permit Normal Work, 
Hearing on Nov. 9 


The Illinois insurance department li- 
cense division is again functioning, since 
Graeme H. Smith, Chicago agent and 
broker, who secured a temporary injunc- 
tion restraining enforcement of the li- 
cense law, consented last Friday to 
modification of it to apply only to action 
of the Illinois department against him. 
The department has now set dates for 
some license examinations and can begin 
to issue licenses for which applicants had 
qualified before the temporary injunction 
was issued Sept. 28. Apparently, the 
department can also institute proceed- 
ings against any other alleged violators. 

Mr. Smith’s action, filed through his 
attorney, R. T. Hilliard, was voluntary 
and was for the purpose of permitting 
the license division to function. It had 
been paralyzed since Sept. 28. 

Circuit Judge LaBuy, who issued the 
injunction, will consider three motions 
in this case Nov. 9. They are a motion 
by the state to strike the complaint, a 
motion by Mr. Smith to require the state 
to make its motion to strike more spe- 
cific and another motion by the state 
to dissolve the temporary injunction. If 
the motion to strike is denied, a date for 
a hearing on the main issue will then 
be set. 

The injunction as modified restrains 
the insurance department from proceed- 
ing against Mr. Smith for alleged irregu- 
larities under his license as an agent 
and broker. The bill for injunction 
charges that the Illinois license law is 
unconstitutional under both the state and 
federal constitutions on the ground that 
it unlawfully delegates legislative and 
judicial power to the insurance director 
and his subordinates, does not provide 
an accused person with proper means 
of defending himself and discriminates 
unjustly between citizens of Illinois and 
of other states. One of Mr. Smith’s 
points is that he needs to secure wit- 
nesses who are now in other states to 
defend himself against the charges and 
the insurance code makes no provision 
for securing witnesses outside the state. 


Mutual Life of N. Y. 
Joins American 
Life Convention 


Following the admission of the Pru- 
dential to membership in the American 
Life Convention, announcement is now 
made that the Mutual Life of New York 
has been admitted, thus increasing the 
number to 182. At the annual meeting 
at the Edgewater Beach Hotel in Chi- 
cago last month President L. W. Doug- 
las, who gave an address, announced 
that the company would apply for ad- 
mission in the near future. Evidently 
other large companies will soon be ad- 
mitted. 


up. Withholding tax payments due un- 
der the ruling since Aug 27 will have 
to be paid. It is not expected that any 
penalties for failure to pay withholding 
tax will be levied if the situation is 
corrected immediately. 

Mr. Weinberg was formerly with the 
Treasury Department’s income tax unit 
for eight years and he is on retainer 
with Bruce Parsons agency of Mutual 
Benefit Life in Chicago. 


Third Hearing 
ls Held on 
Bills in Congress 


A. V. Gruhn Raises 
Question of Adequacy; 


McKittrick Appears 


By ROBERT B. MITCHELL 


W ASHINGTON—The third and ap- 
parently final hearing before the sub- 
committee of the Senate judiciary com- 
mittee on the Bailey-Van Nuys bills to 
exempt insurance from the federal anti- 
trust laws was marked by Representa- 
tive Hancock’s able refutation of At- 
torney-general Biddle’s statement of last 
week, the testimony of Attorney-gen- 
eral Roy McKittrick of Missouri, dur- 
ing which he announced he was going 
to institute mandamus proceedings 
against Superintendent Scheufler if he 
had not started paying out refunds to 
policyholders from impounded pre- 
miums in the Missouri federal court 
rate case, and a statement by A. V. 
Gruhn, general manager American 
Mutual Alliance, who raised the question 
whether the Bailey-Van Nuys bills are 
broad enough to avert some measure 
of federal control in case the Supreme 
Court reverses Paul vs. Virginia. 


Regard Question as Important 


Both Chairman Van Nuys of the 
Senate judiciary committee and Senator 
Ferguson of Michigan indicated that 
they considered the question brought 
up by Mr. Gruhn to be of the first im- 


portance. The bills would, in their 
present form, exempt the insurance 
business only from the federal anti- 


trust laws and thus, Mr. Gruhn pointed 
out, a reversal of Paul vs. Virginia 
would automatically and without any 
action by Congress make the compa- 
nies subject to several federal statutes 
other than the anti-trust laws. He 
mentioned specifically that the Federal 
Trade Commission’s powers are such 
that it could immediately investigate 
the companies’ methods of doing busi- 
ness to enforce laws governing fair 
trade practices. 

Because the hearing had already run 
more than three hours, Mr. Gruhn sug- 
gested that he put his intended remarks 
into written form and Senators Van 
Nuys and Ferguson assured him that 
it would have the most careful study. 

Another question which the sub-com- 
mittee viewed as being of much impor- 
tance in connection with the bill was 
whether it would, if enacted into law 
before the Supreme Court decides on 
the Southeastern Underwriters Associ- 
ation case, prevent the court from hold- 
ing the defendants guilty. Representa- 
tive Hancock argued that it would not 
and hence that the bill is not, as 
charged by Mr. Biddle last week, an at- 
tempt to take the S. E. U. A. prosecu- 
tion out of the Supreme Court’s juris- 
diction. 

Senator O’Mahoney of Wyoming, a 
member of the judiciary ¢ommittee but 
not of the sub-committee, argued very 
eloquently that the bill would consti- 
tute the construing of a federal statute 
and that it would necessarily be retro- 
active to acts such as those alleged in 
the S.E.U.A. indictment. Assistant At- 
torney-general Wendell Berge took the 
same view. 

Obviously, the question whether the 

(CONTINUED ON PAGE 22) 
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State Supervision | 
Needs to Become 
More Effective 


L. H. Pink Says It 
Should Correct Its Weak- 
nesses and Errors 


NEW YORK—“The best answer to 
those who would take away supervision 
from the states and give it to a federal 
government already overwhelmed with 
detail, responsibilities, and power, is the 
correction of our own weaknesses and 
mistakes,” L. H. Pink, president of Asso- 
ciated Hospital Service of New York 
and former New York superintendent of 
insurance, declared in accepting the 
gold medal annually awarded by the 
General Brokers Association for distin- 
guished service to the business. “It 1s 
within our power to increase the effi- 
ciency of state supervision and provide 
the necessary machinery for the control 
of a nationwide business on a nation- 
wide plan,” Mr. Pink continued. Uni- 
form state laws and regulatory agencies 
with national scope under the close su- 
pervision of the states, though admit- 
tedly difficult, can be achieved. 


Public Satisfaction Is Key 


“Our best protection is the character 
and effectiveness of the service we ren- 
der. The continuance of state super- 
vision depends largely upon a satisfied 
public. It is not mere wishful thinking 
to believe that the great majority of 


policyholders prefer control by the 
states. They do not want insurance 
added to a federal system already over- 
complicated and overgrown. They do 
not want their life savings subject to 
the financial ideologies of federal ex- 
perts,” he said. 


The fact that 70% of the insurance of 
the world is in the United States and 
Canada is due in no small part to the 
vigilance and aggressive sales efforts of 
a trained and experienced body of 
agents. Pointing out that attempts to 
sell insurance by mail or over the coun- 
ter had never produced great volume, 
Mr. Pink said that whatever is in store 
in the future, no one can take from in- 
surance the credit for the vast amount 
of social securitv and protection it has 
provided through voluntary means and 
self effort. 


Align with Liberal Leaders 


There are larger and more important 
matters before the business than the 
encroachment of government insurance, 
he said. For unless a new world is 
created with the ideas of freedom, the 
rights and dignity of the individual, 
control of government by the majority, 
equal opportunity for all—both politi- 
cally and economically—preserved and 
extended, misery, jealousy, fear and 
armament, trade barriers, disordered 
currencies and mass unemployment 
will continue. 


Answer to Social Insurance 


“Our great institution could stand 
squarely and unmistakably for tolerance 
and liberalism, for the free movement 
of trade, for international cooperation, 
for the rights of men and all nations 
large and small,” Mr. Pink said. ‘We 
represent policyholders, almost as nu- 
merous as citizens. We owe it to them 
and to ourselves to stand with the lib- 
eral leaders of all parties and all coun- 
tries in opposition to national selfish- 
ness, in favor of mutual aid among na- 
tions as among men. 

“Our immediate and less spectacular 
duty is to carry on the fundamentally 
useful business of insurance undimin- 


Hearing on States Rights 
Bill Is luminating 


Questioning Seeks to 
Show Contradictions in 
Biddle’s Stand 


The question of whether there should 
be held further public hearings before 
the Senate judiciary subcommittee on 
the Van Nuys-Bailey states rights for 
insurance bill brought out some inter- 
esting information at the hearing last 
week at which Attorney-general Biddle 
appeared as an adverse witness, and 
really adverse. 

3efore starting to make his state- 
ment, Biddle asked Senator Van Nuys of 
Indiana, whether other hearings were 
to be scheduled. Van Nuys replied that 
he had intended that last week’s hear- 
ing be the final one, whereupon Biddle 
said that he desired to have Attorney- 
general McKittrick of Missouri appear 
before the committee and also he de- 
sired to present the result of studies 
which he said the Department of Jus- 
tice is making, on the relation of losses 
paid to total income of insurance com- 
panies, rates, earnings, dividends and 
state laws. 


Says McKittrick Did It 


This was the first time that the Jus- 
tice department had officially  ac- 
knowledged that its procedures against 
the companies along the anti-trust line 
were prompted by McKittrick. Biddle 
stated that on Feb. 12, 1942, McKit- 
trick called on him and urged him to 
investigate the law and the facts and to 
authorize action under the Sherman act 
against alleged restraints of trade tos- 
tered and maintained by the stock fire 
companies. Biddle stated that he 
learned from Thurman Arnold, then 
assistant attorney-general, that the de- 
partment had received numerous com- 
plaints from aggrieved ~ersons charging 
illegal practices by combinations of 
stock fire companies resulting among 








ished through the years of stress and 
war. 

“The best answer to those who would 
go too far and too fast with compul- 
sory social insurance is to prove that 
private insurance can provide adequate 
protection of high order.” 


Cullen Presents Medal 


T. J. Cullen, first deputy of the New 
York department, presented the medal 
on behalf of the association, paying high 
tribute to Mr. Pink’s ability and leader- 
ship as New York superintendent. 


Low Cost Dwellings 
Become Attractive 


NEW YORK-—lIt is reasonable to as- 
sume that more life companies will enter 
the low cost multiple dwelling field after 
the war. It is realized all cannot be 
home owners and there always will be 
a large number of rent payers who find 
accommodation in multiple family 
houses. A great deal of building activ- 
ity is expected after the war and the 
life companies, with vast liquid funds, 
could logically use this outlet for part 
of them. Because of the difficulty of 
ascertaining the trend of business after 
peace returns, the peace time character 
of any given community and location 
will be most carefully scrutinized. It 
is known that some of the larger com- 
panies not in the housing field at the 
present have been giving much study to 
the question and further developments 
may be expected. In some states, it 
may be necessary to pass enabling legis- 
lation, as it was in New York. The 
companies would want to be very sure 
of the success and security of any in- 
vestment of this type that might be 
made, 


other things in the charging of high and 
discriminatory premium rates and the 
elimination of competition. 

At the hearing last week Biddle asked 
to be permitted to complete the reading 
of his prepared statement before ques- 
tions were asked but the senators and 
congressmen insisted upon breaking in 
and these exchanges created the drama 
of the day for the gallery. The Sen- 
ate judiciary committee room is small 
and it was jammed to the door with 
spectators, most of whom were promi- 
nent insurance men. 


Only One with Biddle 


Of the congressmen and_ senators 
present only one, Representative Celler 
of Brooklyn, allied himself with Biddle. 
He frequently asked questions that 
made the attorney-general purr. He 
seconded a good many of Biddle’s ob- 
servations. At one point he even got 
to be too enthusiastic a fan. He al- 
luded to some statement about the in- 
fluence exerted by life insurance com- 
panies in railroad receiverships and 
suggested that Biddle incorporate that 
situation in the insurance case. Biddle 
expressed interest but remarked that he 
had to draw the line somewhere. 


Sumners’ Questioning Cute 


Judge Hatton Sumners, chairman of 
the House judiciary committee, did 
some of the cutest questioning of the 
day. He is soft spoken, has a pleasant 
southern drawl but he is determined 
and he would not drop a line of in- 
quiry until he got a straight answer 
from Biddle. He kept asking for in- 
stance whether there would be any 
limitation upon the power of the states 
to regulate insurance if Mr. Biddle 
should prevail and should get from the 
Supreme Court a decision that insurance 
is commerce. Biddle appeared to be 
pretending to misunderstand the ques- 
tion but Sumners pressed that line of 
inquiry, saying: “I must be unfortunate 
in the way that I phrase my questions 
because I don’t seem to get the answer 
that I want.” Finally Biddle ventured 
the opinion that the states then could 
not pass a type of law which he char- 
acterized as permitting insurers to sit 
around the table to establish rates and 
apply sanctions upon one another and 
upon agents to maintain those rates. 


Reserves Praise for Texas 


Biddle at various points made con- 
temptuous reference to the type of 
state rate regulations that exist, re- 
serving praise only for the Texas sys- 

(CONTINUED ON PAGE 23) 








Union Central Provides 


Early Morning Quarters 


These war days are bringing 
about new conditions, improvised 
facilities and adjusted services. 
For instance, at the head office of 
Union Central Life the former pri- 
vate office of W. F. Hanselman, 
vice-president in charge of agen- 
cies, has been turned into what 
might be called a service room for 
general agents or agents visiting 
the home office. They may have 
difficulty in getting a hotel room 
or be considerably delayed. There- 
fore, the Union Central has pro- 
vided facilities for shaving, clean- 
ing up, changing clothes if neces- 
sary. There is a table which can be 
used for correspondence. The men 
are privileged to invite any people 
in a department where they want 
to have a confidential talk. The 
plan has worked out very nicely 
and the room is appealing, espe- 
cially in the early hours. The 
janitor is instructed to open the 
door for the visitors. 
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Leon Henderson 
Comments on Life 
Company Portfolios 


Former OPA Administrator 
Makes Some Observa- 
tions on Investments 


NEW YORK—Fears of a postwar 
lack of money for equity financing, 
which has been urged recently as 


grounds for life companies investing in 
common stocks rather than sticking to 
bonds and mortgages, are not shared by 
Leon Henderson, former OPA admin- 
istrator, and well known to life insur- 
ance men for his part in the TNEC in- 
vestigation. Mr. Henderson gave his at- 
titude on this point in response to a 
question at a press conference in con- 
nection with the issuance of a study on 
post-war planning by the Research In- 
stitute of America, of which he is chair- 
man of the board of editors. 


Predicts “Buffer Pools” 


“T don’t have as much fear as to the 
availability of funds as some others, in- 
cluding some of my associates,” he ob- 
served. He said that it was a question 
whether the financing would come from 
financial institutions or from some gov- 
ernment agency like the Reconstruction 
Finance Corporation. He predicted that 


financing in the immediate postwar 
period would be mostly for “buffer 
pools” that would finance reconverting 


war industries and war goods to peace- 
time and for small business enterprises 
but that after this period of a year or 
so there would be a big demand for 
capital for regular peacetime uses. 

Asked about the desirability of in- 
vesting in stocks from a life comnany 
point of view, Mr. Henderson said that 
he felt there is a general trend away 
from debt financing, that the life com- 
panies’ stake in the nation’s prosperity is 
so great that they should have a share 
in it through stock ownership and that 
it would be a good thing for them. He 
pointed out that there has been a tre- 
mendous reduction in industry’s funded 
debt and predicted that when the time 
comes for expansion after the war the 
financing will be through stock .rather 
than bond issues. 


Final Date Is Set 
for Offers on the 
Ill. Bankers Stock 


The closing date for offers to pur- 
chase the Illinois Bankers Life of Mon- 
mouth, IIl., is set as Nov. 8, Judge Miner 
of the circuit court at Chicago declared. 


. He has been hearing policyholders’ suits 


to regain ownership of all the stock 
from the estates of the late Hugh T. 
Martin, who was for many years presi- 
dent, and the late A. T. Sawyer, secre- 
tary. Alfred MacArthur, president of 
the Central Life of Chicago, some weeks 
ago submitted a bid to the probate court 
offering to pay $400,000 for the stock 
held by Mrs. Martin as beneficiary of 
her husband. In addition he offered to 
pay $100,000 for the 20% of stock which 
is in the Sawyer estate and pay $800,- 
000 in settlement of claims of policy- 
holders against the two estates. United 
Fidelity Life of Dallas made an offer 
of $1,600,000 for outright purchase of 
the stock. Paul O. Buckley of Newton, 
Conn., vice-president Buckley Estates of 
Detroit and Federal Machine & Welding 
Co., Warren, O., made an offer of $1,- 
850,000. 
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Penn Mutual Plans 
to Refain Agents 
in Armed Services 


Men in Uniform 
Represent Heavy Invest- 
ment by Companies 


With approximately 25% of their 
peace-time agency force now in the 
armed forces, life companies and gen- 
eral agents are making an earnest effort 
to keep former agents’ interest in the 
business by keeping them fully informed 
on what is going on by sending them 
personal letters supplemented by com- 
pany bulletins and publications. Replies 
from agents in service indicate that they 
welcome this information. Former agents 
in service represent a heavy investment 
in experience and training and it is to 
both these agents’ and their companies’ 
advantage that they return to their old 
work after the war is ended. 


Recognizes Competitive Angle 


One of the things an agent now in uni- 
form wants is definite reassurance that 
when he is once more in civilian life and 
selling life insurance it will be made pos- 
sible for him to meet competition. He 
will want to be brought up to date in 
sales methods. 

Penn Mutual Life has formulated a 
definite plan for reestablishment of un- 
derwriters and has written to each of its 
men in the services telling him just what 
has been planned, so that he may fully 
realize the thought being given his post- 
war problem. 


Outline of Plan 


The outline of the plan sent out by E. 
Paul Huttinger, second vice-president in 
charge of training, provides for the mail- 
ing of an appropriate announcement to 
all policyholders that the agent is to re- 
sume business, supplemented by a direct 
mail program paid for by the company. 
Penn Mutual will pay the returned serv- 
ice man’s tuition in an approved C.L.U 
study course if the agent does not hold 
the designation, and will put the agent 
through a special school either at the 
home office or at a center location, pay- 
ing all expenses. 

The school will cover organized sales 
talks which have proved successful, new 
policies issued since the war began, 
changes in underwriting rules, new sales 
promotion and direct mail plans, and new 
programming ideas and forms. 


Reason for Training 


“We believe that such a refresher 
training will give you a comprehensive 
view of changes that have been made 
in company ‘procedure since the war 
began, reemphasizing the purposes which 
we serve and thus enabling you to re- 
turn to civil life in your home town fylly 
equipped to continue service to your old 
policyholders and to achieve more suc- 
cess as a salesman of new insurance,’ 
Mr. Huttinger explained to the service 
men, 

A reply from a lieutenant-colonel of 
artillery approved the rehabilitation pro- 
gram. “There will be a rather rough 
readjustment period for all of us,” the 
colonel pointed out. “It is not only the 
financial picture that will be the obstacle 
but the mental conditioning that will 
have to be made. Many of us have been 
given responsibilities which give a com- 
pletely different scale and scope of opera- 
tion. _ Working with several thousand 
men instead of one or a few you think 
of things in different terms and get a 
large-scale operation complex.” 

Among the other favorable replies is 
one from a major in the air corps: “I 
ad given a great deal of thought to my 


Executive Body of 
Commissioners 


Will Meet Nov. 28 


Commissioner McCormack of Ten- 
nessee, chairman executive committee 
National Association of Insurance Com- 
missioners, announces that a meeting of 
the executive committee will be held in 
the Commodore Hotel, New York City, 
at 2 p. m., Sunday, Nov. 28. Commis- 
sioner Harrington of Massachusetts, 
president of the organization, has re- 
ceived an acceptance from Judge John 
B. Gontrum of Baltimore to the effect 
that he will make an address. He was 
formerly insurance commissioner of 
Maryland. There will probably not be 
any other set speakers. 


Fletcher Chicago Speaker 


C. Scott Fletcher, director of field de- 
velopment, committee for economic de- 
velopment, will be one of the featured 
speakers at the Agency Officers-Re- 
search Bureau annual meeting, Nov. 
16-18 in the Edgewater Beach Hotel, 
Chicago. He is a business man who 
has represented American business in 
this country and in many export mar- 
kets. In 1937 he was appointed general 
sales manager of Studebaker Corpora- 
tion, in 1942, national execrtive vice- 
chairman and campaign director United 
China Relief in New York City. In the 
fall of 1942 his company loaned him to 
the committee for economic development 
as director of field division, with offices 
in Washington. He will appear Thurs- 
day morning, speaking on “Business 
Mobilizes to Win the Peace.” 








return to the life insurance business and 
I was wondering how I would adjust 
myself to the latest techniques and avail 
myself of the latest information. It is 
indeed gratifying to know that you have 


Interesting Study 
by New York Life 


Endeavoring to Conserve 


Insurance Taken Out 
by War Workers 


NEW YORK—Over the past few 
weeks, New York Life has been making 
a careful study of its policies sold since 
the beginning of the war to workers in 
war industries. The purpose is to de- 
termine what steps can be taken as a 
conservation measure to insure continu- 
ance of the policies with the return of 
peace. In most cases, it is realized that 
there will not be sufficient reserves built 
up to carry the policies over any appre- 
ciable period because of the short time 
they have been in force. At present, no 
definite conclusions have been reached, 
but the problem is being given diligent 
attention. Sales to workers in war in- 
dustiies have leveled off at about 20% 
of the company’s total new business. 

One point which must be considered 
is that even though business activity 
continues at a high level following the 
end of the war, it is very likely there 
will be a great migration of workers to 
those areas which will emerge as the 
centers of peacetime industry. There 
are some cities which have had tre- 
mendous growth as centers of war plane 
production. While it is possible many 
airplane plants can be converted to 
peacetime uses and considerable study 
has already been given to the question, 
it is unlikely that all of the cities which 
have exper‘enced war booms will con- 
tinue to enjoy prosperity when normal 
economic forces begin to assert them- 
selves. 








concrete plans for those men returning 
from the armed forces.” 








The Railroad 


for the insurance. 
a railroading family. 
included this :— 


One of 


from this date, I shall... 
Company, visit the Torrid Zone, 
pations of blasting, mining, su 


...any policy issued on this ap 
and determine.” 


for 57 years. He faithfully paid 


with interest. 
than he had paid in premiums. 


+ +f 


WILLIAM H. KINGSLEY 
Chairman of the Board 





This man was 20 years old, back in 1887, when he applied 
He was a railroad depot clerk, member of 


“T hereby warrant and agree... 
without the written consent of the 


manufacture, handling, or transportation of explosives, or in 
service of any railway train, or on a steam or sailing vesse! 


The policy, an Ordinary Life of $1,000, remained in force 


and he had his dividends remain accumulating at interest. 


When he died at age 77, his beneficiary collected the $1,000 
face of the policy, plus $1,136.64 of accumulated dividends 
Thus the insurance returned $1,116.34 more 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE £QUARE, PHILADELPHIA 


Depot Clerk 


the clauses in the application 
that if, within two years 
personally engage in the occu- 


bmarine operations, or in the 


plication shall thereupon cease 


his annual premium of $17.90, 


+ 


JOHN A. STFVENSON 
President 

















War's End to Mean 
Scant Relief for 
Office Management 


Conference Speaker Pre- 
dicts Paper Work Demands 
Will Continue Complex 


NEW YORK—tThe office manager’s 
post war problems will be almost as 
difficult as those of the present, which 
have been intensified by the war, ac- 
cording to H. E. Niles, vice-president 
of Baltimore Life, who addressed the 
office management conference of the 
American \.anagement Association here. 
Mr. Niles is vice-president in charge of 
the A.M.A. office management division. 

“There will be little if any Ictup in 
the paper work required by the govern- 
ment, which will of necessity exercise 
some rather widespread controls over 
our economic life,” he predicted. 
“Whereas the controls are at present 
direct toward the winning of the war 
as the central major goal, after the war 
there may be far less agreement upon 
the major objectives of our government, 
and there may be greater confusion as 
to both ends and means.” 

Indicating what problems are upper- 
most in the minds of office managers, 
Mr. Niles said that replies to a ques- 
tionnaire sent out to aid in formulating 
the program revealed that problems of 
compensation received the most votes, 
with morale problems as runner-up. 
The subject of unionization of office 
workers, he said, was midway on the 
list of subjects on which discussion was 
desired. He added that the large vote 
for compensation and morale problems 
might be a reflection of the widespread 
belief that if these two major problems 
are solved the solutions will also have 
been found to the major problems con- 
nected with unionization. 

Mr. Niles said that as the country 
becomes more deeply involved in the 
War and as casualties occur among 
family and friends, the office manager 
will be supervising many people whose 
outlook on life has changed or will 
change in the course of the coming 
months. In the adjustments in personal 
outlook that will have to be made rela- 
tively few office managers will be called 
on for help, he said, but nevertheless 
they are in a position to influence the 
views of the clerks and these views 
will have a marked effect on produc- 
tion. 

Mr. Niles mentioned what some large 
organizations are doing in having em- 
ploye counselors to help the clerks with 
their “total adjustment to life.” He 
pointed out that unless work in the of- 
fice is felt to have more significance than 
just being a means to make money the 
clerks’ efficiency will be below what it 
could be. The clerks, he said, should 
feel that they have the right and duty of 
making suggestions and taking part in 
the efficient conduct of the organization. 


Drive on Home Accidents 


CHATTANOOGA, TENN. — The 
Chattanooga Safety Council, of which 
3art Leiper, public relations director of 
Provident Life & Accident and presi- 
dent of the Life Advertisers Associa- 
tion, is president, has decided to launch 
a local program of education against 
home accidents, through schools and 
other agencies, following a survey made 
by the council to determine the fre- 
quency of accidental injuries within the 
home. The survev, covering 17 months, 
showed 3.521 accidents in 1.300 homes. 

President Leiper believes that this is 
the first such comprehensive home acci- 
dent survey ever made. 
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Wendeoné Desttinns 
More Protection 


Purchases of $1,000 Policies 
and Over Are Indications 
of Times 


The Institute of Life Insurance re- 
ports that American workers getting 
more money are. sharply increasing 


their individual purchases of life insur- 
ance and adding substantial amounts ot 


protection under group policies. The 
purchase of policies in units of $1,000 
and over has increased while pur- 


chases of smaller unit policies have de- 
creased. In recent months purchases of 
ordinary insurance have been running 
30% ahead of last year and for the full 
year 1943 the aggregate will probably 
reach $8,000,000,000. 

Group insurance purchases have gone 
ahead of industrial insurance sales this 
year for the first time in history. There 
is an increase of 20% during the cight 
months compared with last year. The 
aggregate ef group instrance in force is 


now very nearly equal to the total of 
all kinds of life insurance in force at 
the start of the first world war. 


B.M.A. Agents Compete to 
Honor President Grant 


Several sales meetings will be held 
by Business Men's Assurance in the 


annual observance of President’s month 
in November in honor of W. T. Grant, 
president and founder. His_ birthday 
is Nov. 30. Meetings already have been 
conducted at Los Angeles and San Fran- 
cisco by J. P. Baldwin, vice-president in 
charge of operations on the west coast. 
Other meetings which Mr. Baldwin 
plans to attend early in the month will 
be held at Seattle and Portland. 

Nov. 12 and 13 a meeting of Wiscon- 
sin salesmen under supervision of Man- 
ager G. A. Diehl, Milwaukee, will be at- 
tended by J. C. Higdon, vice-president, 
and J. W. Sayler, assistant to vice-presi- 
dent, and Nov. 19 they plan to attend 
a gathering of the Illinois field force 
with Manager C. E. Mitchell at Spring- 
field. 

Home office employes also are par- 
ticipating in the campaign in a contest 
on suggestions for improving home office 
service to policyowners and agents. 
Prize-winning employes may select their 
choice of a group of the same awards 
being offered to salesmen for outstand- 
ing November production. 





National Cashiers Head 
Installed in Houston 


Representatives of the local Texas life 
agency cashiers associations gathered in 
Houston to help install the national 


president. The visiting cashiers were 
guests of the Houston association and 


taken to - various agency offices 
1iome offices of Houston 


were 
and through the } 
life companies. 

At dinner, Miss Christine 
State Mutual, Chicago, immediate past 
president, installed her successor, Hal 
Terry, Aetna Life, as president and pre- 
sented the Houston association a bronze 
plaque. Other officers installed were 
Miss Gertrude Pecore, Bob Beckett, and 


Ludwig, 


3ert Hicks vice-presidents; Miss Cor- 
nelia Simpson, secretary, Miss Betty 
Frew, treasurer, and four directors. 


Attending the installation were Clar- 
ence R. Darling, C. L. U., chairman 
Houston C. L. U. chapter, President 
J. Perry Moore, Houston Association of 
Life Underwriters, and Bruce Patterson, 
president Houston Life Managers Club. 


Women Agents Increase 


The total number of 
covering John Hancock 
Oct. 1 had risen to 386, thirty-five hav- 
ing become agents in September. Lead- 
ing woman district agent in production 


women agents 
debits as of 
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New Trustee 








LOUIS H. PINK 


Louis H. Pink, formerly superin- 
tendent of insurance for New York and 
now president of the Associated Hos- 
pital Service of New York, has been 
elected a trustee of the Mutual Life of 
New York. 


Equitable of Ia. Football 
Contest Concluded 


Equitable Life of Iowa has just com- 
pleted its “football contest. Each 
agency was called a team and there 
were nine conferences of six teams each. 
A round robin schedule of five weekly 
games was played in each conference 
beginning Sept. 20 and ending Oct. 23. 
Scores were determined by totaling eli- 
gible paid life and annuity business. A 
total of $11,399,051 paid business was 
submitted, a gain of $2,759,159 over last 
year’s contest production. 

The nine conference championships 
were won by: Chicago (Griffin, Ingram, 
& Pfaff agency), New York, Denver, 
Omaha, Nashville, Springfield, Youngs- 
town, St. Paul, and Sacramento. All- 
Star players were appointed from each 
agency. Chicago (Griffin, Ingram & 
Pfaff) had two “All-Stars,” E. J. Falty- 
sek and F. R. Sextro. The Harvey O. 
Nelson agency of Chicago exceeded the 
special allotment of $200,000 but did not 
win a conference championship. 


New Southern Cal. Bond Drive 

Kellogg Van Winkle, Los Angeles, 
manager of Equitable Society, has been 
named chairman of a special committee 
which will spearhead an intensive cam- 
paign to boost the sale of war bonds in 
1,300 southern California concerns 
through the pay roll savings plan. 

His executive committee will include 
Leon A. Soper, Phoenix Ss Harold 
G. Saul, John Hancock: E. Cleeton, 
Occidental ite? BR. Tg vice- 
president, Pacific Mutual Life; F. Ed- 
wards, New York Life; Dwight L. 
Clarke, executive vice-president, Occ- 
idental Life; Kenneth Ritter, Dan Crow- 
ley and Kay B. Pankhurst. 


N. J. Trust Council Dinner 
The Life Insurance Trust Council 

Northern New Jersey will hold a dinner- 
meeting in Newark Nov. 18. Michael N. 
Chanalis, counsel of the organization 
and of the Life Underwriters Associa- 
tion of Northern New Jersey, will speak 
on “Taxation of Life Insurance,” and 
Henry C. Koster, financial analyst and 
consultant of New York City, will speak 
on “Taxation of Estates. ” The annual 
mecting will be held in asec el 


Mrs. Anna M. ‘Ratell, 
Mass., who in her first 13 
the business wrote $100,000 


of ordinary is 
Springfield, 
weeks in 
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President McLain mt 
Guardian Life Rewards 
War Bond Salesmen 


President James A McLain, Guardian 
Life, presented prizes in war bonds and 
stamps to the ten employe members of 
the home office who led in the third war 
loan campaign. Winner in both total 
volume and in number of individual 
sales of war bonds was Miss Lou 
Loken, mortgage department, who was 
awarded the W ar Bond prize for vol- 
ume, while runner-up in “lives”, Max 
Goldstein, supply department, received 
the ‘‘lives-award”. Winning Team Cap- 
tains were Miss Blanche Bijesse, mort- 
gage department, in volume, and George 
Hellwig, supply department, in “lives. 
The home office campaign was headed 
by Medical Director M. B. Bender. 

Among the field cashiers and clerical 
staff, the two top producers were Mrs. 
M. Dreher, Montgomery cashier, and 
Miss G. E. Lee, cashier at Fort Smith. 


Urmston Ranks Fifth 


H. R. Urmston, manager of the estate 
planning department of the William T. 
Earls agency of Connectieut Mutual at 
Cincinnati, now ranks in fifth place 
among all agents of the company. He 
formerly was trust officer of the Citizens 
Savings Bank & Trust Company, Ham- 
ilton, O. 

E. Calhound Grier, Middletown, O., 
agent has reported a 100% increase in 
1943 insurance sold to date compared to 
1942, 





Pension Seminar Nov. 10 


The Pension Planning Company of 
New York City, headed by M. M. Gold- 
stein, general agent of Connecticut Mu- 
tual plans an all-day seminar Nov. 10 on 
pension plans. It will deal with a new 
concept in pension design using self-ad- 
ministration with or without. annuity 
policies and will also cover tax as- 
pects of pension and_ profit-sharing 
trusts. There will be an open forum for 
questions at the afternoon session. One 
purpose of the session is to overcome 
the two main objections raised by em- 
ployers: “How about after the war?” 
and “How am I sure my plan will qual- 
ify under the internal rev enue code and 
salary stabilization controls?’ 


Forest Lawn Life Starts 


LOS ANGELES—Forest Lawn Life, 
the first legal reserve old line life in- 
surance company specializing in funeral 
insurance, has commenced operations in 
Glendale, Cal., with $200,000 capital and 
$100,000 surplus. 

Dr. Hubert Eaton is president and 
chairman and L. H. Doyle vice-presi- 
dent and agency director. Mr. Doyle 
is widely known among insurance men 
throughout California, and was for a 
number of years home office representa- 
tive on the Pacific Coast of Massachu- 
setts Bonding. 





Glendale, Cal., General 
Agent of Pacific Mutual 





Whitnah has been 


of Pacific 


Verne D. 
pointed general agent 
at Glendale, Cal. 
He has had a 
broad and success- 
ful experience in 
agency manage- 
ment and has 
achieved outstand- 
ing success in per- 
sonal selling. He 
has been well 
known in life in- 
surance circles for 
16 years and was 
with Occidental 
Life of California 
previous to accept- 
ing his present ap- 
ane nap He will have charge of the 

Glendale and San Fernando districts. 


ap- 
Life 





Vv. D. Whitnah 





- Give Up Idea o 
Writing War Worker 


Ordinary Agents 
Decide to Keep in 
Natural Habitat 


NEW YORK—A check of ordinary 
offices indicates they have pretty def- 
nitely given up the ‘idea of writing the 
war worker. I[t is more profitable for 
the ordinary man to spend his time on 
his usual professional, business and per- 
sonal contacts and on business insurance 


and pension plans than endeavor to 
change his habitual manner of doing 
business to sell war workers. While 


an agency here and there may be meet- 
ing with some success in this field, it is 
an exception. The ordinary agent feels 
that the 1s, 2s, and 5s he sells the war 
worker are not worth the amount of 
time he has to spend on them. As one 
agent said, he spent more time selling a 
$1,500 policy to a war worker than he 
did on a $25,000 policy to a professional 
man. 


Not Geared to Sell War Workers 


The average ordinary agent is not 
geared to sell the war worker in his 
home. This problem is more difficuit 
today because of the different shifts on 
which a prospect may be employed and 
the call must be carefully timed. The 
industrial man, who has been collecting 
on weekly premium business in the 
home regularly is in a logical position 
to write the ordinary business and he 
can do so right along with his regular 
debit routine whereas the ordinary agent 
is obliged to revamp his working meth- 
ods for each call. Even is areas where 
there is a great deal of war production, 
the ordinary agent is not generally sell- 
ing the war worker. He devotes his 
time to the prospect who is benefiting 
from the better financial position and 
larger income of the war worker. 

Not Educated to Buy 


The war worker is not educated to 
buy ordinary in the volume to which 
the ordinary agent is accustomed, in 
proportion to income, and considerable 
education must be done. The ordinary 
man cannot afford to do this, but the 
industrial man has had to do it right 
along and is not “wasting” calls since 
he makes the rounds of his debit any- 
way. 

The manager of one 
trict which has been very successful 
in writing ordinary through package 
selling well expresses the situation when 
he says: “We must remember now 
more than ever that this large income 
of the average salaried men will not 
continue, and when the time comes that 
they must sacrifice part of their savings, 
they will think a long time before giving 
up a small package, which represents a 
payment at death and an income to the 
family.” 


industrial dis- 


Business Insurance Discussed 


A discussion on business insurance 
and business insurance trusts featured 
thé October dinner meeting of the Se- 
attle Life Insurance Trust Council. The 
discusions were led by Walter Brewer, 
trust officer Seattle-First National Bank, 
and Robert G. Jones, general agent. 
Fred Broderick spoke on the position of 
insurance companies concerning per- 
sons reported missing in action. 


Penn Mutual Agents’ Officers 


Announcement is made of the 1944 
officers of the Penn Mutual Agency 
Association, organization of the general 
agents of the Penn Mutual Life: Prest- 
dent, W. A. Arnold, II, Harrisburg: 
vice-presidents, H. E. Wuertenbaecher, 
St. Louis and H. V. Krick, New Ha- 
ven; treasurer, Ben Hyde, New York 
City; secretary G. W. Diggs, Rich- 
mond; assistant secretary, Allan Gates, 
Little Rock. 
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THE NYLIC CLUBS OF 1943 


THE selling of life insurance is im- 
portant at all times. Today the work 
of the life underwriter is doubly 
important, for it aids the Government 


in its overall effort to hold down prices 


and maintain economic stability. 


The agents who are making an out- 
standing record in the field deserve high 
recognition, and the New York Life 
Insurance Company therefore takes this 
occasion to honor the 1,323 New York 
Life agents who are members of the 1943 
Nylic Clubs. The average amount of 
new business paid for by Club members 
during the 1943 Club Vow was 12.6 per 


cent greater than during the previous 


year. 


There are 303 members of the 1943 
Top Club, which is an increase of 34 as 
compared with last year. The average 
voiume of new business was $301,055, an 


increase of 10.9 per cent over the 1942 


Club Year. (Club records represent 
rock-bottom figures. No term insurance 
was counted, and semi-annual and 
quarterly business was counted 


pro-rata.) 


Of the 303 Top Club members, 52 
are Senior Nylics. This represents an 
increase of 11 as compared with last 
year, which is an indication of how the 
“old guard” has come forward so loyally 
during the present wartime emergency 


when so many of the younger agents are 


away serving in the armed forces. 


In order to co-operate with the Govern- 
ment in its efforts to reduce rail travel, 
the national Top Club Conference was 
not held this year. However, the Com- 
pany pays particular tribute, in this 
advertisement, to the splendid records 
made by the leading agents who have 
attained the high rank of Officers in the 


1943 Top Club. 


NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVE., NEW YORK 10, N.Y. 
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BROWN C. WOODBURY 
Third Degree Nylic 


San Francisco, California 


PRESIDENT OF THE 1943 NYLIC TOP CLUB 
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$1,500,955 


on 


317 Lives 


WITH paid-for New York Life business 
of $1,500,955 under Club rules, Mr. 
Brown C. Woodbury of San Francisco 
attained the New York Life’s highest field 
honor, the presidency of the Top Club. 


Mr. Woodbury was born at Des Moines, 
Iowa, in 1893 and is a graduate of Iowa 
State College. Following a successful 
career in the lumber business, he joined 
the New York Life Insurance Company 
in 1926. For many years he has been one of 
the Company’s outstanding agents on the Pacific 
Coast. 





Concentrating his efforts almost entirely among 
men in the medical profession, Mr. Woodbury 
has a distinguished clientele among physicians 
and surgeons in the San Francisco area. He has 
specialized in programming, and his attitude 
towards life insurance selling is as professional 
as the attitude of the clientele he serves towards 


medicine. 


Mr. Woodbury’s production during the past 
Club year is remarkable. It breaks all presi- 
dential Club records since 1931. Moreover, his 
$1,500,955 of new business was written on 317 
lives. The largest policy was one for $35,000. 
There were two for $25,000 and two for $20,000. 
Twenty-three policies were for $10,000 and 175 
for $5,000! 


Writing in the Nylic Review, Mr. Woodbury 
points out that there are three essentials to suc- 


cess in life underwriting: 








NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVE., NEW YORK 10, N. Y. 








1. Enthusiasm. ‘There is something about 
selling a policy that is like hooking a big fish, or 
knocking a home run, or making a grand slam at 
bridge, that gives you that indescribable thrill.” 


2. Will power. “No one can tell me anything 
about picture shows or ball games in the after- 
noons, spending too much time in the office, or 
wasting too much time at lunch. I’ve done 
them all, and it took a lot of will power on my 


part to break myself of such habits.” 


3. Organization. “I write very few prospects 
other than doctors. By so doing I have made a 
big territory into a small town, because they all 
know one another.” He establishes a weekly 
quota of new business for himself and he writes 
that “it gives me a lot of fun. It’s like playing 


golf against par, or bogey.” 


We believe that Mr. Woodbury’s record 
should be an inspiration to every life under- 


writer. 
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HARRY J. TALMAN 
Third Degree Nylic 
Chairman of the Advisory Board 
Worcester, Massachusetts 














ELMER C. MOORE 
Third Degree Nylic 
Vice-President-at-Large 
Wichita, Kansas 





WILLIAM V. LURIE 
Third Degree Nylic 
Vice-President-at-Large 
Brooklyn, New York 


DON C. KITE 
Second Degree Nylic 
Vice-President-at-Large 
Morgantown, West Virginia 














D. LEE BALLARD 
Second Degree Nylic 
Vice-President-at-Large 
Augusta, Georgia 








THEODORE KRAEMER 
Second Degree Nylic 
Vice-President-at-Large 
Minneapolis, Minnesota 


1943 NYLIC TOP CLUB VICE-PRESIDENTS -AT-LARGE 


PICTURED above are the Chairman of the 
Advisory Board and the five Vice-Presidents-at- 
Large of the 1943 Nylic Top Club. 

Since the Office of President of the Top Club 
cannot be held a second time, which gives 
every agent of the New York Life an oppor- 
tunity and incentive to achieve the highest 
field honor, the former Top Club President 
with the highest Club record earns the dis- 
tinguished position of Chairman of the Advisory 
Board of the Top Club. The Vice-Presidents- 
at-Large are the five leading Top Club agents, 


not counting the President and Chairman of 
the Advisory Board. 

The geographical distribution of the seven 
top-ranking officers of the Nylic Top Club is 
interesting. The President hails from San 
Francisco, California and the Chairman of the 
Advisory Board from Worcester, Massachusetts. 
The five Vice-Presidents-at-Large are from 
Brooklyn, New York; Augusta, Georgia; Wichita, 
Kansas; Morgantown, West Virginia; and 
Minneapolis, Minnesota. Every section of the 
United States is represented. 
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LEWIS FRENCH A. EVERETT RILEY DALE H. CARMEAN 
First Degree Nylic Second Degree Nylic Third Degree Nylic 
Rantoul, Illinois Kansas City, Missouri Topeka, Kansas 
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CORNELIUS G. SCHEID 





EDWIN T. GOLDEN, C.L.U. LOUIS KOHN 


Second Degree Nylic Second Degree Nylic Freshman Nylic 
Cleveland, Ohio San Francisco, California Ventnor, New Jersey 











LOUIS K. SIMS E. ROY VAN LEUVEN WILLIAM A. LEAVELL 


Senior Nylic Second Degree Nylic Senior Nylic | 
Los Angeles, California Spokane, Washington Meridian, Mississippi 
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1943 NYLIC TOP CLUB DEPARTMENTAL VICE-PRESIDENTS 














ISIDOR KNOPP HARRY A. McCOLL HARRY H. RUVIN 
Second Degree Nylic Third Degree Nylic Senior Nylic 
New York, N. Y. Colorado Springs, Colorado Schenectady, New York 













GEORGE F. ROWE LOUIS F. CALLEY 


JACK MANFIELD 
Senior Nylic Senior Nylic Second Degree Nylic 
Chicago, Illinois Milwaukee, Wisconsin Charleston, West Virginia 





JOSEF E. JOSEPHS, C.L.U. NELSON F. CHAMBERS EDWARD G. SAMIA JOHN H. M. SMART 


Second Degree Nylic Senior Nylic First Degree Nylic First Degree Nylic 
Charlotte, North Carolina Scarsdale, New York Worcester, Massachusetts Toronto, Ontario, Canada 
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Compensation Plan Given 


NEW YORK—M utual Life’s new 
compensation plan for agents has stirred 
up a vast amount of interest among life 
insurance men as to exactly how the 
plan works out in all types of cases. 
And incidentally, interest in the plan 
has not been confined to life insurance 
men, for the New York “Herald Trib- 
une” devoted a highly complimentary 
editorial to it the other day. 

Those within the business, particu- 
larly agents, managers and_ general 
agents, and home office agency depart- 
ment executives, are particularly inter- 
ested in how the formula was developed, 
how it applies to any given case and 
how such a plan would affect their op- 
erations if their company were to adopt 
a similar basis. 


Formula Is Necessarily Complex 


The ensuing ‘examples, which supple- 
ment those in Mutual’s recent public 
announcement, give a comprehensive 
idea of how the new plan would apply 
in four typical situations. The read- 
er’s obvious question is of course, “Why 
not just give the formula and let me 
work out for myself the results under 
various conditions?’ Though Mutual 
Life would be entirely willing to give 
the answer in this fashion the formula 
unfortunately does not lend itself to 
such simplified exposition. It is not 
possible to set up a form, like an in- 
come tax blank, which could be filled 
in with the data applying to any given 
agent’s business and which would, with 
a little simple arithmetic, show how he 
would come out this year or, by making 
certain reasonable assumptions about 
his business, how he would fare in any 
future year and also after retirement. 

The difficulty with such an easy and 
obvious way of setting forth the com- 
pensation formula is that the formula 
is quite complex. In fact, if it were not 
for the miraculous, self-computing 
punch-card machines it would be im- 
practicable. With the machines, you 
just push the middle valve down and 
the answer comes out here. 

The reason for all this complexity is 
not to mystify anyone. It’s just that 
it is easy enough to state a quality- 
business objective in words but putting 
this sentiment into a compensation for- 
mula that will pay off on the desired 
results and on no other basis is some- 
thing else again. Also the formula 
must make allowance for circumstances 
that may arise over which the agent 
has no control and which should not 


‘penalize him unduly. 


Job for an Actuary 


Then, too, the agent whose work be- 
gins to deteriorate, either in volume or 
in the various quality factors measured 
by the formula, should be able to re- 
deem himself without being penalized 
so harshly that he loses all hope of get- 
ting back in the money. Yet at the 
same time the formula must not be so 
lenient that it will not eliminate the 
agent who definitely proves himself to 
be unsuited to life insurance selling. 

Try to express all these objectives as 

a mathematical formula—and it has to 
be a formula and not just a judgment 
Proposition—and you will come up with 
something pretty complicated. It would 
take an actuary to figure it out and it 
would not be an easy job even for him. 
There is plenty of actuarial midnight 
oil behind the Mutual Life formula. 
_ The complicated part of the formula 
is that dealing with “efficiency income.” 
There are three other factors entering 
into the agent’s compensation: new 
business, renewal commissions, and 
service fees. These are easy enough to 
figure, though requiring somewhat more 
computation than under the usual 50% 
and nine 5s formula. 

The efficiency income, however, is 
based on four factors: number of sales, 


average size of policy, mode of pre- 
mium payment, and placement eff- 
ciency. The agent can make up to 35 
points on each of the first two factors 
and 30 points on each of the other two, 
making a maximum possible score of 
130 points. His score on each of these 
four factors is based on how he meets 
the specific, objective standards which 
are set for each factor. Most of Mutual 
Life’s $100,000 and better producers 
would rate from 100 to 120. 
Determination of the first two factors 
—number of sales, and average size of 
policy—is not particularly complex but 
when you get to mode of premium pay- 
ment it is necessary to rate each sale, 
while to find placement efficiency it is 
necessary to take into account whether 
the agent obtained a binding receipt, 
whether the policy was accepted as ap- 
plied for, returned for change, declined, 
or not taken. The agent’s business for 
the past year is analyzed and rated on 
a completely exact basis, the aim being 
to produce quality business in good vol- 
ume, the type of business which is best 





for the agent, the entire field force, 
the company—meaning its policyhold- 
ers—and the insuring public. Inci- 
dentally, the rating on any given year’s 
business continues the same from then 
on. 

The easiest way to get a more com- 
plete picture of how Mutual Life’s new 
plan works out without doing a lot of 
mathematics better left to the punch- 
card machines is to take a couple of 
typical cases and see how they work 
out over the long pull. The following 
examples show, first, a typical $250,000 
producer and then a typical $125,000 
producer. It will be noted that as the 
time goes on the $250,000 man makes 
somewhat more than twice as much as 
the agent producing $125,000 a year, 
assuming the same quality factors 
throughout. 

In the following examples it should 
be emphasized that the assumptions as 
to quality and persistency of business, 
mortality, etc. are not unduly optimistic. 
It is assumed that the production of 
both the $250,000 producer and the 
$125,000 man conform to the company’s 
average in distribution according to plan 
of business—so much ordinary, so much 
20-payment life, etc. The examples as- 
sume a good persistency but not excel- 
lent. The efficiency income is based on 
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an assumed rating of 105. As previously 
mentioned, most of Mutual’s $100,000 
and better producers would fall in the 
100 to 120 range so that an assumption 
of 105 is not over optimistic. 

It should also be borne in mind that 
the retirement income takes into ac- 
count payments from the company’s re- 
tirement plan. The agent contributes to 
this plan 1% of his renewal premiums 
from the second to sixth years inclusive 
and the company contributes a like 
amount. Agents may also make volun- 
tary contributions to the plan, up to 
5% of first year premiums which the 
company does not match and in the 
retirement income shown it is assumed 
that the agent has contributed 3% of 
first year premiums and of course the 
1% of second to sixth year renewals. 
The income figures are gross, and do 
not take into account either the obli- 
gatory or voluntary deductions paid into 
the retirement plan. 


Income Income 

Assuming Contract Annual 
250,000 Year Production 
Contract Annual Assuming 
Year Production $250,000 
Renadens 3,860 i eee $ 6,765 
y rere 4,917 See aa ced 7,987 

, ee 5,380 y , See 8,825 
ee 5,456 Geass wcavs 9,261 
Dadkudn ues 6,106 


Tot. (30yrs.) $230,772 
Assume that after 30 years in pro- 





On Leave 





Of Absence 


The Lincoln National Life Insurance Com- 
pany is proud to pay tribute to those of its 
representatives “On leave of absence” in the 
armed forces of our country. At home the 
Company honor scroll bears the name of 
every LNL service man—Company records 
keep alive the retirement benefits and addi- 


THE LINCOLN NATIONAL LIFE 


Fort Wayne 





Geared To Help Its Fieldmen 





tional life insurance protection already 
earned under LNL plans. 

On the fighting fronts and in the camps, 
newsy letters and Company publications and 
useful gifts follow every LNL man. His stake 
in the business and with his Company is pre- 
served for him for the day of Victory. 


COMPANY 


Indiana 
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duction the agent has reached 65 and 
wishes to retire. One of the outstand- 
ing features of the Mutual plan is that 
while he can quit writing life insurance 
entirely and receive a substantial in- 
come he can assure himself of a very 
much higher income if he keeps his con- 
tract and writes at least $75,000 a year. 
This $75,000 of new business a year 
produces a much greater increase in in- 
come than such a volume would or- 
dinarily result in, because he has _ his 
efficiency income and service fees which 
he would not be entitled to if he were 
withdrawing entirely from business. 
Here is the way this works out: 
Income As- Assuming at 
suming No Least $75,000 


Contract Further Annual 
Year Production Production 
BE. ie bine eesa wees $ 9,175 $ 10,230 
Be d6wse oso spares 8,109 9,422 
1D oi caseecesiceay 4,492 8,029 
| ee ee eer ee 3,403 7,129 





Total (40 Yrs.).$281,392 
Income of $125,000 Producer 

Here is the corresponding picture for 
the agent who produces $125,000,000 a 
year under the new plan for 30 years 
and then retires at age 65: 


Income Income 
Assuming Assuming 

$125,000 $125,000 

Contract Annual Contract Annual 
Year Production Year Production 

Biorec ens $ 1,930 | ee 3,335 

Bs etr ss 2,458 Deeeeu s 3,909 

re 2,689 2 4,297 

ore 2,728 RE 4,516 

Be rerascess 3,006 
Tot. (30 

Years)..$113,019 

Assuming 

Assuming $75,000 

Contract No Further Annual 
Year Production Production 

: 4,474 $ 5,529 

3,825 5,253 

2246 4,887 

1,702 4,645 








Total (40 Yrs)..$137,990 $162,550 

It will be noted in both the foregoing 
examples that the agent who retires and 
still keeps up a $75,000 minimum pro- 
duction gets a very large reward out 
of his old business, which is in line with 
the idea that such a man has earned 
the right to let down in the obtaining 
of new business but through his long 
experience and contacts is well suited 
to servicing and conserving the busi- 
ness he has placed on the books. 


Mont. Officials for State Regulation 

HELENA, MONT.—Governor Ford 
of Montana and Commissioner Holmes 
have joined with the Montana Associa- 
tion of Insurance Agents in urging en- 
actment of measures designed to keep 
the regulation of insurance with the 
states and calling on the Montana repre- 
sentatives in Congress to support the 
bills. 


Round Table Hears Banker 


At the October meeting of the Mem- 


phis Quarter Million Dollar Round 
Table, R. J. McElroy, vice-president of 
Union Planters Bank, spoke on “Life 


Insurance and Banking.” Oscar J. Hurt, 
Jr., General American Life, is president. 





No Adverse Effect Seen 


on Life Insurance Sales 


NEW YORK — Though the 
tremendous Third War Loan 
campaign was oversubscribed and 
many agents devoted much time 
to bond-selling activities, it ap- 
pears that there was no adverse 
effect on life insurance sales. In 
fact, agents who were most ac- 
tive selling bonds were the ones 
who topped their agencies in pro- 
duction of new business. The 
reason seems to be that they 
were out seeing people, making 
contacts, and the sales came al- 
most automatically. 

People who bought bonds did 
so out of their savings accounts 
or surplus funds and this did 
not affect their life insurance 
purchases or payments. 
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More! Sineees Pinch 
in Manpower Ahead 


Relief, However, Is 
Predicted After Middle 
of Next Year 


NEW YORK—With the manpower 
shortage such an oppressive problem in 
insurance offices, any informed guesses 
as to what the future trend in this direc- 
tion may be are devoured by executives. 
The Research Institute of America, 
of which Leon Henderson is chair- 
man of the board of editors, this week 
undertook to make such a guess. In a 
release of material on post-war planning 
accompanied by a press conference at 
which Henderson was featured, the Re- 
search Institute predicts that during the 
early months of 1944 war production will 
reach its peak and there will be a “se- 
vere manpower shortage pinching less 
essential civilan lines.” 

That, of course, is a prediction that 
offers small comfort to insurance em- 
ployers and it is one that probably would 
be made by most observers. But the 
Research Institute and Henderson differ 
sharply with the military authorities who 
contend that there will be a continuing 
demand for maximum output of war 
materials. Research Institute ventures 
opinion that after the middle of 1944 
there will begin a real cut-back in war 
production and this may reach a rate 
of 25% below the peak of 1944 by the 
end of that year. The guess is also 
made that there will be unemployment 
in war production areas that may reach 
4,000,000 by the end of the year. 


WEST COAST SITUATION 

Tighter manpower controls have been 
put into effect in California and other 
areas where there is a critical labor 
shortage. One requirement is that all 
males 18 years or older must be hired 
only through the U. S. Employment 
Service or other approved agency. Hir- 
ing controls will be extended to female 
workers and other persons not covered 
as soon as practicable. 

War Manpower Commission officials 
from Washington who are in southern 
California to put the new program into 
effect indicated that pressure is being 
put on non-essential workers’ groups to 
get them into war plants. The officials 
said this was not in any sense a labor 
draft, but termed it rather a “squeeze.” 
This will automatically operate when 
ceilings are placed on non-essential in- 
dustries limiting the number of em- 
ployes each can use. It was suggested, 
for instance, that if a non-esential indus- 
try now has 100 persons on its payroll, 
a ceiling of 90 workers for the concern 
might be set and the other 10 would 
find work in vital war industry. 

Reach Bottom of Barrel 

The west coast labor 
been critical for some time and ap- 
parently the bottom of the manpower 
barrel has been reached except for those 
engaged in non-essential occupations 
and possible overstaffing of some war 
production planfs. It is understood that 
this pattern of control may later on be 
applied to other areas in the country 
where labor shortage is critical. 

Francis V._ Keesling, president_ of 
West Coast Life, and head of the Cali- 
fornia Insurance Federation, states that 
insurance employers are of course af- 


situation has 


fected by these hiring controls. The 
committee Mr. Keesling appointed 
earlier this year with Charles C. Han- 
nah, president of the Fireman’s Fund 


companies, to keep in touch with all 
phases of the manpower situation, is be- 
ing continued. 

Insurance offices in San Francisco Bay 
area employing eight or more have re- 
ceived an order from the War Manpower 
Commission calling for minimum war- 
time monthly average of 44 hours per 
week for clerical and 48 hours per week 


Souler’: in _—— 
at Pittsburgh 


Reginald S. Koehler, Jr., was installed 
as general agent of National Life of 
Vermont in Pittsburgh at a luncheon at 
which President Elbert S. Brigham 





REGINALD S. KOEHLER 


spoke. D. Bobb Slattery, director of 
agencies, was master-of-ceremonies. Karl 
G. Gumm, assistant superintendent of 
agencies; R. M. Stevenson, former gen- 
eral agent of National Life in Pittsburgh, 
now general agent of Berkshire Life 
there; M. J. Ream, Pittsburgh general 
agent of Mutual Benefit, and Mr. 
Koehler were among the speakers. 

President Brigham pointed out that 
private enterprise provided the steel 
necessary to carry on the great war. He 
praised Mr. Koehler, and said he was 
glad to be a part of the institution which 
serves the security needs of almost every 
family in the land and has been tried 
by years of service. Growth of the 
country, he said has been financed i 
part by the life insurance companies. 
Now in war emergency the life compa- 
nies are supporting the federal govern- 
ment. Life company assets have in- 
creased $3,700,000,000 since the war be- 
gan, but their investments in government 
securities in this period total $4,200,000,- 
000. 

“When the war is over we may well 
ask, ‘How can we finance the service 
for a national debt which may reach 
$300,000,000,000? Is inflation going to 
come with its effects upon savings and 








for all other personnel. Order also pro- 
vides no firm engaged in insurance may 
add to present working forces in any 
department not on minimum 48 hour 
week but may make replacements neces- 
sary to maintain current working force. 
The order is effective Nov. 1 with right 
of appeal in five days after the order is 
put into effect. 

Clerical personnel is 
mean agents, executives, 
of insurance offices, but the 48 hour 
week would apply to janitors, mainte- 
nance help, etc. Insurance executives in 
the San Francisco area adopted a reso- 
lution unanimously that the insurance 
group would conform to the new 
regulations. 

The War Manpower Commission in a 
bulletin recently said that area pro- 
duction urgency committees have al- 
ready been established in eight areas, 
San Diego, Los Angeles, San Francisco, 
Portland, Ore., Seattle, Hartford, Akron, 
O., and Detroit. 

Some fears have been expressed in 
San Francisco that because offices em- 
ploying less than eight do not come 
within the scope of the order, there 
might be raids on the office forces of 
larger concerns. Since the original or- 
der came out some months ago this has 
been taken care of through a ‘‘gentle- 
men’s agreement” and it is hoped that 
will continue in effect and no_ effort 
made to “pirate’” employes. 


interpreted to 
and employes 
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Wide Sunnie Tn 
on Tax Situation 





Julian S. Myrick Comments 
on Expressions He Has 
Received on the Subject 


NEW YORK-—Julian S. Myrick, sec- 
ond vice-president Mutual Life of New 
York, in commenting upon letters he has 
received as the result of national pub- 
licity given his recent address in Boston 
entitled “Catching Up With the ‘Amer- 
ican Radical’”, said that widespread 
concern expressed over the virtual im- 
possibility of leaving an adequate com- 
petence. for one’s family under present- 
day tax conditions lends strength to his 
contention that the only way to correct 
national ills is to bring them to public 
attention in order that democratic 
processes may come into play. 


Shock to Many People 


“Judging by the letters, the fact that 
under today’s income and estate tax laws 
a man must earn $85,000 a year and live 
on $16,300 of it to leave a net estate of 
$100,000 for the security of his family 
10 years from now has come as quite 
a shock to a great many people”, Mr. 
Myrick said. “If enough people will 
start talking with their legislators now 
about the situation, then perhaps there 
will be less misunderstanding after this 
war has been won.” Mr. Myrick said 
that as a matter of fact he has heard 
from several Congressman already and 
that his address has been inserted in the 
“Congressional Record.” 

“One comment repeatedly expressed 
has been that life insurance appears to 
be the obvious answer today to the 
problem of how best to provide security 
for the family”, M1. Myrick declared, 
adding that insurance is obvious because 
it is accorded certain nominal tax advan- 
tages by virtue of its character as in- 
demnity rather than stadia 


the proceeds of life insurance policies? 
These are all questions which give us 
concern and which no one can answer. 
However, we are a resourceful people. 
We have so far overcome obstacles, and 
I believe we can solve our problems with 
intelligence and resourcefulness.” 

Mr. Koehler held open house in the 
offices in 709 Clark building. He was 
born at Roanoke, Va., was graduated 
from University of Virginia and General 
Electric engineering school. After war 
service he became commercial manager 
of Ohio Power Company, then sales 
manager of Cord Tire Corporation, and 
later staff assistant of Goodyear Tire & 
Rubber Co. He entered life insurance 
work in 1928. His entire insurance 
career has been with a large eastern 
company in Pittsburgh. He is past 
president Pittsburgh Life Underwriters 
Association, 1933-1934, a C.L.U. and 
founder and _ first president Pittsburgh 
Life Insurance & Trust Council. : 

The Pittsburgh agency of National 
Life is 60 years old. 


Zone 4 Commissioners 
Meet in Bismarck, N. D. 


commissioners met in Bis- 
marck, N. D., this week, with Erickson 
of North Dakota the host. Other Zone 
4 commissioners attending were Vieh- 
mann of Indiana, chairman; Johnson of 
Minnesota, Fischer of Iowa, Forbes of 
Michigan and Burt of South Dakota, 
Harrington of Massachusetts and 
Holmes of Montana also were on hand. 
Commissioners met Wednesday to con- 
sider recommendations and suggestions 
of chief examiners, who, except for the 
examiners from Iowa, met Tuesday. 


Zone 4 


H. Dickson Trueblood, agency secre- 
tary of Occidental Life of California, and 
Mrs. Trueblood are the parents of 4 
714-pound son, their third boy. 
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Ralph Hamburger Feted 
on His 25th Anniversary 

















HAMBURGER 


RALPH M. 


Ralph M. Hamburger, general agent 
of Northwestern Mutual Life at Minne- 
apolis for 25 years, was feted on his 
silver anniversary at a dinner there 
Monday night. Grant Hill, director of 
agencies, attended from the home office. 
Peter Fahey, St. Paul general agent, and 
other general agents of the middle west 
were present, as well as members of the 
Minneapolis agency. Messages from 
President M. J. Cleary, Vice-president 
P. H. Evans and other Northwestern 
Mutual officials and agents throughout 
the country were received. 

The Hamburger agency has long been 
one of the Northwestern Mutual’s lead- 
ing agencies and Mr. Hamburger has in- 
ducted many top producers during his 
career, in one recent year having both 
the special AA and XX winners among 
Northwestern Mutual agents at the As- 
sociation of Agents annual meeting. In 
1941, F. R. Olsen won the AA prize 
for the largest production, and Lewis 
Stearn the XX prize for the largest 
number of lives written and the presi- 
dency of the Marathon Club. 





Modification of Army Post 
Sales Ruling Sought 


OKLAHOMA CITY—Although the 
order issued by the adjutant general’s 
office prohibiting agents of companies 
not licensed in Oklahoma from solicit- 
ing life insurance in army posts or 
camps is a step in the right direction, 
Commissioner Read is seeking a modifi- 
cation to eliminate the requirement that 
a licensed agent have written evidence 
of an appointment with some specific 
officer in order to obtain permission to 
solicit business. Mr. Read has written 
the senator who was instrumental in se- 
curing the order, pointing out that the 
restriction makes it difficult for the 
licensed agent to operate. 


CALL CALIFORNIA CONFERENCE 

LOS ANGELES—Sales of life insur- 
ance to army and navy personnel at 
camps and stations in California by un- 
licensed agents for non-admitted insur- 
ance companies, which have been under 
Investigation by the California depart- 
ment, will be discussed at a confer- 
ence of army and navy officers and de- 
partment officials Nov. 5 at the Los An- 
Seles office of the department. Commis- 
sioner Garrison will preside. 

Among those invited to participate in 











AVAILABLE: 

Man, early fifties, college graduate, married, 
sixteen years field and eight years Home Office 
experience, now employed as executive of 
— life company, interested in making a 
— Prefer Underwriting Department. Ad- 
vn Box I-40, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 


LIFE INSURANCE EDITION 





the conference are the commanding of- 
ficers of the Fourth Air Force, Army 
Air Forces Western Flying Training 
Course, Fourth Army, Western Defense 
Command, Ninth Service Command, 
Twelfth Naval District and Eleventh 
Naval District; John R. Mage, Califor- 
nia Association of Life Underwriters, 
and James A. Cowles, president Los An- 
geles association. 

When the alleged mulcting of army 
and navy personnel was called to the at- 
tention of the department in July, evi- 
dence was unearthed that in one army 
camp alone a single agent who was not 
licensed in California had sold policies in 
April and May to approximately 300 
with a face value of approximately $500,- 
000. He had collected premiums in cash 
amounting to $2,856 and had secured al- 
lotments totaling close to $10,000 per 
year. 

The policies were issued by Phoenix 
Mutual Life of Phoenix, Ariz. The Ari- 
zona commissioner furnished the Cali- 
fornia department a certified copy of the 
annual statement of the company, as of 
Dec. 31, 1942, showing that its total 
gross assets were $4,175. 





Mersfelder Contest Launched 


The annual production contest has 
been launched by the Mersfelder agency 


Paul Renosted: | 
to Be Leaving 


Treasury Post 


WASHINGTON — Randolph Paul, 
general counsel of the Treasury Depart- 
ment, will soon resign, according to re- 
ports, because of the sharp difference 
that has developed between the Treas- 
ury and Congress on the amount and 
type of tax increases which should be 
enacted. Mr. Paul is well known among 
life insurance men as a speaker at in- 
surance gatherings and because of his 
leading role in eliminating from the 
federal estate tax the special exemption 
for life insurance payable to a named 
beneficiary. 

Mr. Paul addressed a dinner meeting 
of the New York City Life Managers 
Association last December, drawing the 
largest attendance in the history of these 
gatherings. He spoke at the recent con- 
ference staged by the Chicago C.L.U. 
chapter. 








of Kansas City Life in Oklahoma City, 
with the losers to pay the price at the 
annual deer dinner in December. The 
agency has been divided into two 


13 
Pathtind er Taken 
Over by Postal 


GRAND ISLAND, NEB.—Reinsur- 
ance of all policies of Pathfinder Life of 
Grand Island with Postal Life & Casu- 
alty of Kansas City, has been approved 
by District Judge Kroger after a hear- 
ing in court. 

No objections to the transfer of the 
policies were voiced at the hearing, at- 
tended by policyholders of the Path- 
finder, by representatives of the two 
companies and the Nebraska depart- 
ment, which has been conducting the af- 
fairs of the Pathfinder. 


Lott to Manage Office 


Postal will open Nebraska offices in 
the Pathfinder building here as soon as 
approval of the transfer is given by the 
Missouri department. E. E. Lott will 
be Nebraska manager. The company in- 
tends to keep the personnel of the Path- 
finder. 








groups, the Canadian Mounties with 
Theo Harvey, captain, and the Texas 
Rangers, captained by Jack Sholer. 
Several home office men will attend the 
final round-up and dinner. 





Fear. 





== LIFE INSURANCE 


HE BROUGHT THIS FAMILY 
FREEDOM FROM FEAR... 


Mother used to look into the future with uncer- 
tainty, but today she looks into the coming 
years with confidence—since Daddy and the 
Great-West Life man sat down together and 
planned the family’s financial security. 
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As shown in this example of the Company’s 
advertising, copy this year features the Great- 
West Life man. He is shown as one well quali- 
fied to provide the protection which assures 
both Freedom from Want and Freedom from 


ASSURANCE COMPANY 
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Business in Force over $730,000,000 
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EDITORIAL COMMENT 





Postwar Mechanization of Insurance 


Revelations by J. F. Hickey of In- 
ternational Business Machines of some 
of the new developments in calculating 
and tabulating machinery that will be 
available after the war furnish an inter- 
esting basis for speculation on how far 
the mechanization trend may go. Just 
recently Mutual Life announced a new 
basis for compensating agents which 
would not be practicable if it were not 
for punch-card machines. Mutual Life’s 
plan aims at setting up an exact evalua- 
tion of each agent’s business in terms 
of quality as well as quantity and in or- 
der to apply this basis with exact equity 
to all it has to be expressed in a very 
complicated mathematical formula. The 
machines make the application of this 
formula a simple matter. 

A few years ago Prudential changed 
its system of issuing weekly premium 
life insurance policies so as to make 
them very much like ordinary insurance. 
It would not have been possible to do 
this without automatic tabulating and 
calculating equipment. 

One of the most interesting develop- 
ments described by Mr. Hickey in his 
recent talk before the Insurance Ac- 
countants Association was the “mark- 
sensing” principle, already used by some 
insurance companies. Possible applica- 
tions of this idea seem almost endless, 
for it means that you can fill in data on 
a punch-card by using nothing more 
than a graphite pencil. The graphite 
mark conducts electricity so that when 
the card goes through a machine the 
data indicated by the marks are punched 
into the card. Or a new card can be 
punched automatically, with whatever 
changes are indicated by the marks. 

The United States government has led 


the way in the use of tabulating machin- 
ery for writing checks. Each govern- 
ment check is a punched card and when 
these come back after being paid it is 
only necessary to run them through a- 
machine to get the desired records. One 
difficulty, which will probably diminish 
as people get used to these checks, is 
that any mutilation, such as by putting 
it on spike, will affect the result shown 
by the tabulating machine. As this type 
of check comes into more general use 
there should be a saving in time not 
only to issuers of checks but to those 
handling them along the way. 

All indications seem to point to a 
bright future for the machines particu- 
larly in the insurance business, where 
so large a share of expenses is for rou- 
tine types of operations. Perhaps some 
day data on risks will be tabulated on 
cards which have only to be run through 
machines which will automatically rate 
them and then reject, accept, or pick 
them out for special executive consider- 
ation. Premium checks will come in on 
punch cards and will be credited to the 
proper sources by machinery without 
anyone even having to do more than 
dump them into a hopper. Claim infor- 
mation will come in on cards and be 
automatically transferred to claim checks 
if found to be correct. Monthly reports 
from agencies and branch offices will 
come in by telegraph, automatically 
transmitted (the army is already using 
this system). It may not be too many 
years before the drudgery is entirely 
eliminated from the insurance business 
and the machines will do all but the 
most original and creative types 
thinking. We might almost credit the 
machines with human intelligence. 


of 


Claim Men and Public Relations 


We hear much today about public re- 
lations in connection with insurance. 
Insurance organizations are intensely 
and conscientiously interested in the sul:- 
ject because they are anxious to have 
a correct and friendly, attitude on part 
of the people. Sometimes we forget that 
the ordinary processes of insurance 
themselves create public relations and 
it is highly necessary to have these move 
along in an orderly way so that as few 
angularities present themselves as pos- 


sible. 
An excellent address was made be- 


fore the International Claim Associa- 
tion at its convention at the Edgewater 
Beach Hotel, Chicago, by Averell 
Broughton of New York City, consult- 


ant on public relations, who has re- 
cently made a contract with the National 
Association of Insurance Agents to act 
in that capacity. He emphasized in his 
talk the importance of the claim men 
and adjusters in creating good will. He 
did not advocate greater liberality or 
pulling out the throttle wide in settle- 
ments but he did say that these impor- 
tant people can leave an excellent or 
poor impression on those with whom 
they deal. In fact, it may be said that 
claim men occupy a decidedly strategic 
point in public relations. They come 
in contact with people when their in- 
surance comes -into flower. Before that 
insurance was more or less academic. 
A policyholder had his contract put 
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away in a pigeon hole or safety deposit 
box and it lay there in a quiet, unob- 
trusive fashion. 

Then something happened and imme- 
diately it sprang into life. It became 
decidedly very important. His mind 
may be considerably troubled because 
of the event that has happened which 
caused the policy to come into signifi- 
cance. The policyholder needs not only 
an agent for his counsel, help and en- 
couragement but he requires also an 
adjuster who is sympathetic, has a com- 
plete understanding of the contract, the 
assured’s position and rights. In many 
cases insurance companies go beyond 
the demands of legal necessity and pay 
more than they should. That creates 


of course good will but it seldom reaches 
the public ear. However, let a company 
contest a claim and at once there js 
prejudice and condemnation not only on 
part of the assured but those with whom 
he talks. 

The adjuster therefore can accom- 
plish much in the way of convincing 
the assured that the company intends 
to pay every cent that it owes. The 
main difficulties come on so-called bor- 
derline cases where there is consider- 
able doubt as to the legality of a claim, 

The claim people shoud be regarded 


as ambassadors of good v’ili and crea- 
tors of friends for insurance. They oc- 
cupy a paramount positioi: in this re- 


spect. 








PERSONAL SIDE OF THE BUSINESS — 





C. A. Craig, chairman of the finance 
committee of National Life &~ Acci- 
dent, has been elected a director of the 
Nashville & Decatur Railroad. He also 
is chairman of the finance committee of 
the N. C. & St. L. Railway. 

V._T. Motschenbacher, manager of 
Sun Life in San Francisco prior -to his 
resignation three months ago because of 
his health, has apparently regained his 
health as a result of rest and relaxation 
on the San Francisco peninsula and is 
now spending some time in the insurance 
district in San Francisco. Whether he 
will return to company management, 
field work or personal production has 
not been decided. He had been with 
Sun Life 14 years, eight years as San 
Francisco manager and before that in 


Still Substantial Producer 
on His 81st Birthday 








Charles B. Moore of Provident Mu- 
tual Life in Winsted, Conn., who cele- 
brated his 81st 


birthday Oct. 14, 
and the next day 
his 49th anniver- 
Sary as an agent 
of Provident 
Mutual, believes 
there never has 
been a better 
time to sell life 
insurance. He 
celebrated his 
80th year in 1942 
by producing 
nearly $200,000 
of paid business. 
This year, de- 
spite a serious 
illness which 
threatened to take his life, he has paid 
for well over $100,000. 

Mr. Moore’s accomplishments are un- 
usual, not only because of his age, but 
because of his indomitable spirit. Al- 
though he was incapacitated in the early 
spring and did not recover until the mid- 
dle of August, he produced $95,700 of 
new business in two months after his 
return to business. 

“You can’t get applications sitting at 
your own desk,” Mr. Moore says. “You 
will starve that way. You must be at 
other men’s desks every day.” At 81, 
he still is found at other men’s desks 
daily. 





Cc. B. Moore 


Portland, Little Rock and New Orleans, 
He served as president of the San Fran- 
cisco Life Underwriters Association and 
of the General Agents & Managers As- 
sociation there. 

Fred S. Keegan, assistant secretary of 
National Life of Vermont, observed his 
40th anniversary. He was presented a 
silver platter inscribed in his honor, a 
basket of 40 roses and a book of two 
score letters of congratulation from com- 
pany executives and agents. 

In recognition of his second anni- 
versary as vice-president and manager 
of agencies of Mutual Life of New York, 
a surprise luncheon was tendered J. 
Roger Hull by the agency department 
staff and managers in the New York 
City area. Managers were accompanied 
by the leading field men in each agency. 
Mr. Hull was presented telegrams from 
Mutual Life agencies all over the coun- 
try indicating how he had been honored 
by the field. He also received a scrap 
book, presentd by the agency depart- 
ment staff, containing material high- 
lighting his achievements during the 
first two years of his increased respon- 
sibilities. Tribute was paid to Mr. Hull 
by A. E. Patterson, executive vice- 
president, and Julian S. Myrick, second 
vice-president. 

On the day Victor M. Stamm, home 
office general agent Northwestern Mu- 
tual Life in Milwaukee, and his wife 
observed their wedding anniversary, 
their son, Lieut. John Davies Stamm, 
was married to Miss Sara B. Babbitt in 
New York City. Joseph E. Davies, for- 
mer ambassador to Russia, who was 
Victor Stamm’s best man, also served 
in the same capacity for Lieutenant 
Stamm, who had served as Mr. Davies’ 
secretary in Moscow. Lieutenant Stamm 
is the “J. D.” to whom Mr. Davies refers 
a number of times in his book, “Mission 
to Moscow.” 

J. E. Saunders of New York Life in 
Dodge City, vice-president of the Kansas 
Association of Life Underwriters, writes 
THE NATIONAL UNDERWRITER from Cali- 
fornia that contrary to a story in the 
issue of Oct. he is not retiring from 
the business nee will continue to main- 
tain his office in Dodge City, and will 
continue in his post with the Kansas 
association. Temporarily he is in Cali- 
fornia, at Cardiff by the Sea. 


A. R. Decker, Metropolitan Life, Pe- 
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oria, Ill, was honored at a luncheon on 
his 20th service anniversary. Manager 
E. R. Lehman presided. 

Bert Reed of the Mersfelder agency 
of Kansas City Life in Oklahoma City 
in the 225 working days ending Oct. 
95, including Saturdays and_ holidays, 
submitted 340 applications with a vol- 
ume of $403,500 and annual premiums 
of $13,294, averaging $32.90 per $1,000. 
Except for one case declined, there 
were no withdrawals, no modifications, 
and no cancellations. This amounts to 
i4 “apps” per day for every day of 
the year to Oct. 25, excluding Sundays. 

Oscar Gladstone of the Herley Daily 
agency in Kansas City on Nov. 1 com- 
pleted 20 years of service with Connecti- 
cut Mutual Life. He has led the agency 
in production for many years, is a mem- 
ber of the Quarter Million Dollar Corps 
and also of the Dependables, honor or- 
ganization, for which he has qualified 
four times. 





DEATHS 


Irving C. Trotman, 57, general agent 
of Pilot Life in Suffolk, Va., and a 
veteran of the first world war, was 
found dead there. 

Wilmer I. Steer, 63, special agent of 
New England Mutual Life in Parkers- 
burg, W. Va., died from a heart attack. 








COMPANIES 


Federal Life Shows Gains 
for First Nine Months 


President L. D. Cavanaugh of Fed- 
eral Life gave a summary of the finan- 
cial progress for the first nine months 
to the directors. He reported that in 
addition to setting up extra reserves of 
over $60,000 to increase the reserve basis 
in connection with income disability 
benefits the company made an increase 
of surplus of about $250,000. 

He stated that sales of real estate were 
continuing on a very satisfactory basis 
and that excluding the home office prop- 
erty and real estate sold under contract, 
the owned real estate is now but 54% 
of its assets. New business in both the 
lite and accident and health departments 
has increased considerably over the cor- 
responding period of 1942 and a very 
satisfactory gain has been made in life 
business in force since the first of the 
year. 


Ohio State’s Writings 
80°%, Ahead of 1942 


_ Ohio State Life’s insurance written 
in each of the three months of July, 
August and September was 80% greater 
a for the corresponding months of 
' As of Sept. 30, insurance in force was 
$121,752,390. Assets were $28,282,359, 
and capital, surplus and contingency 
tunds $2,928,603. For the first three 
quarters of the year the gain in insur- 
pi . — was $4,716,834. Assets in- 
se ,867,409, an ntinge 

$088,408 d contingency funds 

During the year Ohio State has pur- 
chased $4,378,152 in government issues, 
and now has $15,042,950 of bonds, of 
which $11,086,548 are government se- 
curities and $3,251,572 in municipal 
bonds. 











Bowden Vice-president 
of General American 


.Ripley E. Bowden has been elected 
vice-president of General American Life. 
Mr. Bowden, who is head of the agency 
department, will continue in full charge 
of ordinary production. 

_ tte entered life insurance as a per- 
sonal producer on leaving college, later 

coming active in agency organization 
work, He joined General American in 

1938 as supervisor of agencies, and two 
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years later he was appointed supervisor 
of sales for the group department. He 
was then elected second vice-president. 
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AUSTRALIA’S HOSPITALITY 

The Insurance Institute of Australia 
has extended the hospitality of the in- 
surance offices in that country to Amer- 
ican insurance men and women serving 
in the armed forces who are stationed in 
Australia. The plan is similar to the one 
followed by the British insurance organ- 
izations in their hospitality plan for 
American service men. 





WOODSON NEW YORK SPEAKER 

B. N. Woodson, assistant manager 
of the Sales Research Bureau, spoke at 
a luncheon for full-time agents of Mutual 
Life’s Myer agency in New York City. 
R. E. Myer is agency manager. Mr. 
Myer pointed out that the full-time 
agents under contract in the agency on 
Jan. 1, 1942, show a paid-for increase 
in new business of over 45% for the 
first nine months as compared with the 
corresponding 1942 period. 





FRASER CITED BY TREASURY 


J. M. Fraser, general agent of Connec- 
ticut Mutual Life in New York City, has 
been awarded a citation signed by Treas- 
ury Secretary Morgenthau, in recogni- 
tion of his work with the payroll deduc- 
tion plan for New York and the war 
bond drives. Mr. Fraser organized the 
first pay-roll deduction plan in New 
York City in 1941 and has served as 
chairman since then. 





PEARCE SHEPHERD TO SPEAK 


Pearce Shepherd, second vice-presi- 
dent and associate actuary of Prudential, 
will speak on “Some of Today’s Under- 
writing Problems” at the Nov. 9 lunch- 
eon meeting of the New York City Su- 
pervisors Association at Hotel Martin- 
ique. Among the topics he will discuss 
are temporary war profits and the in- 
creased use of key-man insurance. 


HAWAII AGENT N. Y. VISITOR 


John A. Black of Brainard & Black, 
general agents of United States Life in 
Hawaii, visited the home office this week 





on a business trip. He traveled by ship, 
leaving Honolulu about the middle of 
September, and arrived at a west coast 
port after an uneventful trip of nine days 
across the Pacific. Due to war condi- 
tions, he took passage on a freighter 
which developed engine trouble on the 
first day and had to drop out of its pro- 
tective convoy. However, minor repairs 
were soon made and they proceeded to 
their destination without further mishap. 

Mr. Black became associated with S. 
B. Brainard in 1938, when the firm of 
Brainard & Black was founded, and has 
continuously represented U. S. Life since 
that time. Its agency force consists of 
25 well-trained agents and has consist- 
ently paid for $5,000,000 of ordinary each 
year since 1938. He is a past president 


of the Life Underwriters Association of 


CHICAGO 


ELDER IS CHICAGO MANAGER 


O. V. Elder has been promoted to 
Chicago manager of the American 
Service Bureau, succeeding Robert R. 
MacKenzie, who has become vice-presi- 
dent. Mr, Elder wag korn in Providence, 
Ky., in 1905, graduated from University 
of Kentucky in 1922 and joined A. S. B. 
as a fee inspector at Loutsville. He 
became an inspector in charge of Louis- 
ville, then in 1925 was promoted to 
manager at St. Louis. 

In 1935, Mr. Elder was transferred to 
San Francisco as branch manager su- 
pervising northern California. Now he 
has been advanced to manager at Chi- 
cago, directing the bureau’s sales and 
services in northern Illinois, northwest- 
ern Indiana and southern Wisconsin. 














TWO DIVISIONS TO MEET 


Mildred F. Stone, agency field secre- 
tary of Mutual Benefit Life, will address 
the Women’s Division of the Chicago 
Association of Life Underwriters Nov. 
15. She has been an officer of Mutual 
Benefit since 1934, having been probably 
the first woman to be appointed to serve 
as an officer of a major insurance com- 
pany. She is the author of “A Short 
History of Life Insurance.’ Hester 
Bone Phelan, is division chairman, but 
may not be able to preside, due to be- 
ing in St. Francis hospital, Evanston, 
recuperating from a major operation. 
President Louis Behr of the Chicago as- 
sociation will address the Life Agency 
Cashiers Division Nov. 9. Anne C. 
Donahue, president, will preside. 








To Honor President Becker 


As a tribute to President C. E. Becker, 
the sales organization of Franklin Life 
will devote November to a special drive 
in honor of his birthday Nov. 13. 





Officers of the Fort Worth C. L. U. 
chapter, headed by W. F. Cooper, presi- 
dent, have been reelected. 
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STATE MANAGER WANTED 
IN WASHINGTON 


If you are not earning $7,500 or more 
this year, and feel that you have the 
ability to earn such money in the 
proper environment and with the right 
company, inquire about this attractive ! 
state agency franchise now available 
in the State of Washington. 


All communications will be held strictly 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 
Chas. E. Becker, President 
Insurance in Force Exceeds $243,000,000.00 


One of the 15 oldest Stock Legal Reserve 
Life Companies in America 
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She married well 
but widowed poorly 








almost $60,000. Other obligations and final expenses add 
up to a staggering demand for over $100,000, and of course 
the widow has to take the hard, costly way and liquidate 
part of the estate. Assets that were to provide handsomely 
for her future must be sacrificed at forced-sale prices to get 





\ cash. Their lovely home is one of those assets. 
wk Such tragedy is unreasoning because it can be prevented. 
* : 4 No man should be too busy to find out what has happened 
? ‘, y to estate-settlement taxes during the last ten years. Ask 
a4 your Northwestern Mutual agent to give you a copy of a 
/ booklet that charts the changes and suggests ways to meet 
those changes at the lowest possible cost. The booklet is 
called, ‘‘Have You Streamlined Your Estate?” It is pre- 
VEN her “coolest friend” admitted she’d married extra- sented without obligation. 
E ordinarily well... . Her husband was a money-maker. 





What’s more, he was thoughtful. One of his wedding pres- 
ents was a will that left her everything, well almost every- 





thing, as we shall see. 
That was back in 1932. 


ey Seay RE eee ay Tree Northwestern 


concerns of each other and two flaxen-haired girls. 

Then it happened—the incredible, the wholly unexpected Mutu al 
—and she was a widow with two small children. Of course, 
people said, she at least would have no money-worries. Life Insurance Company 


But the will had been made in 1932 when Federal Estate MILWAUKEE, WISCONSIN 


taxes were much smaller than today... only $15,900 then 








for a $300,000 net estate. Now the taxes for this estate are — 
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Don’t 


believe a word he says- 











TT" IS AN OPTIMIST. Bless him! Every business needs 
one. But don’t believe a word he says when he starts 
waving away the uncertainties of the future in regard to re- 
placing key men. For that’s a tough job today ... which is 
stumping many a concern. 

We've got an answer that isn’t perfect because we can’t 
replace the man — but we can provide indemnification cash 
to cover the loss of key men by death . . . cash which will 
be payable to the company in amounts directly related to 


the key men’s salaries. 


1. Such an amount would finance interim adjustments of 
personnel, special expenses incurred . . . plus the increased 


salaries which are more than likely to result today. 


2. With this type of Northwestern Mutual protection, the 
emergency acquisition of new men is financed at a surpris- 
ingly low cost. Our plan has a secondary advantage... it 
assures the accumulation of a special surplus through the 


cash value of the policies, if the men live. 


3. Don’t forget that the difference between insurance com- 
panies is significant. When buying life insurance, you may 
well save yourself hundreds of premium dollars, if you will 
do these two things: (1) listen carefully to the Northwestern 
Mutual agent’s full story of a wonderful dividend record, 
and (2) check with any of our policyholders, for they can 
tell you, better than we can, why no company excels North- 
western Mutual in that happiest of all business relationships 


... Old customers coming back for more. 








The Northwestern 
Mutual 


Life Insurance Company 


MILWAUKEE, WISCONSIN 











CAMPAIGN BEING PUBLISHED IN FORTUNE MAGAZINE THIS YEAR.” 
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Home Sends Helser 
to Des Moines 


Home Life of New York is opening 
a new branch office in Des Moines. Ray 
B. Helser has been appointed Des 
Moines branch manager, effective Nov. 
16. 

Mr. Helser has been manager of field 
service for Home Life in the home office 
for seven years. In that position he 
made important contributions to sales 





RAY B. HELSER 


promotion, advertising and public rela- 
tions work of the company. Since most 
of his activity centered around Home 
Life’s planned estates technique, he was 
ina position to completely absorb the 
company’s entire philosophy of field 
underwriting and agency building and 
is in an excellent position to introduce 
this program to Des Moines. 

This move, Vice-president Worthing- 
ton states, is another example of the 
company’s program of developing men 
within its own ranks for positions of 
agency responsibility. 

In assuming managerial duties, Mr. 
Helser returns to his native community. 
He was educated in Iowa schools, and 
attended Drake University in Des 
Moines. In 1929, he became a member 
of the staff of the Better Business Bu- 
reau of St. Louis, and two years later 
transferred to Fort Madison, Ia., with 
the advertising department of the W. A. 
Sheaffer Pen Company. He later su- 
pervised sales promotion of key retail 
outlets for this firm. 

In 1933 he was appointed agency sec- 
retary of American Mutual Life of Des 
Moines, and went to Home Life in 1936. 
Mr. Helser is a graduate of the agency 
building school of the Sales Research 
Bureau and active in the Life Adver- 
tisers Association. He served on liaison 
committees between the L. A. A. and the 
Institute of Life Insurance. 





Fein Supervising Assistant 


S. J. Fein has been appointed super- 
vising assistant in the Brooklyn agency 
of Mutual Life of New York. A veteran 
life man and instructor, Mr. Fein has 
taught life insurance in Y.M.C.A.’s all 
over the country. His latest assignment 
was in the Philadelphia branch of that 
organization. 





Swett with Boireau Agency 


Berkshire Life has appointed W. A. 
Swett agency supervisor of the W. H. 
Boiréau agency in Boston. Mr. Swett 
graduated from Wesleyan University in 
1932. He was student body president 
during his senior year, a member of the 
varsity track team during his junior and 
senior years. Since graduation he has 
been very active in the Boston Wesleyan 
Alumni Association, having served as 
secretary 1938-1940 and vice-president 
1941-1942. 

He is vice-president of the Boston Life 


Supervisors Club, and a member of the 
Boston Life & Trust Council. He has 
been connected with the Equitable So- 
ciety at Boston. 


Polasky to Brennan Agency 


Harry G. Polasky, president of the 
Saginaw Life Underwriters Association, 
has joined Ohio National Life as an 
associate of the Alfred S. Brennan 
agency of Saginaw. He has been as- 
sociated with John Hancock for the last 
10 years and at the time of his resigna- 
tion was assistant manager of the 
Saginaw office. 





Morris Promoted in St. Louis 


The Connecticut Mutual Life an- 
nounces the promotion of Sam Morris 
identified with the Morton & Morton 
agency in St. Louis for five years, to 
production manager. In this position he 
will have the responsibility of recruit- 
ing, training and developing men in the 
eastern half of Missouri and southern 
Illinois, which is a part of the Morton & 
Morton territory. Mr. Morris in the last 
two years has paid for $1,000,000 of in- 
surance per year, personal business. 





Names Davis in North Texas 


A. Dupree Davis has been appointed 
general agent for north Texas with head- 
quarters in the Cook building, Waxaha- 
chie, by Protective Life of Birmingham. 
He is former county superintendent of 
schools, chamber of commerce secretary, 
and for eight years was county clerk of 
Ellis county, Texas. 


COAST 











State Supervision 
Serves Individual’s 


Needs: Thompson 


PORTLAND, ORE.—Some strong 
arguments in favor of the Bailey-Van 
Nuys bill pending in Congress are ad- 
vanced by Commissioner Thompson of 
Oregon in a letter addressed to the 
state’s congressional delegation. Gover- 
nor Snell has released the letter which 
says in part: 

“That the business of insurance as 
currently conducted in the United 
States is highly competitive is too ob- 
vious to require elaboration. Anyone 
who has lived long enough in this 
country to become a prospect for any 
kind of inurance coverage has been sub- 
jected to ample evidence of the keen 
rivalry between insurers of all classes 
and their representatives. 

“That the dependence of insurance 
institutions upon the law of averages 
necessitates certain agreements and co- 
operation between insurers in order to 
maintain their ability to discharge long- 
term contracts and in order to conduct 
their functions without excessive cost 
to the insured, is less understood in 
circles unfamiliar with the technical 
phases of the business. 

“The several states have enacted leg- 
islation to permit this cooperation with- 
out the stifling of the free play of initia- 
tive and enterprise within the several 
company units. Furthermore, the super- 
visory machinery which the several 
legislatures have established has been 
designed and operates for the better 
service and security in meeting the in- 
dividual insurance needs of the citizens 
in the various areas of the nation. 

“It is my observation that the em- 
phasis on the protection of the insur- 
ance needs of the individual, which is 
the sole approach on the part of legisla- 
tures and state insurance departments, 
is one of the chief contributing factors 
to the usefulness of the insurance insti- 
tution. It represents the democratic ap- 


proach as opposed to the collective 
approach which constitutionally be- 
comes necessary under any federal leg- 
islation and supervision.” 


Chapter 9 Case Reversed 


LOS ANGELES—The district court 
of appeals in Caminetti vs. Prudence 
Mutual Life, has reversed the ruling of 
the Los Angeles superior court ordering 
Judge Caminetti, the then insurance 
commissioner, to restore the property 
and business of the company to its old 
owners. 

The opinion held that payment of back 
salary to Charles E. and Emma H. 
Fiedler, officers of the company, had 
been an illegal diversion of its funds. It 
cancels the superior court order dis- 
solving the conservatorship and ordering 
the restoration. 

Prudence Mutual is one of the Chapter 
9 companies seized in 1940 by Com- 
missioner Caminetti. All these cases 
have been decided in his favor except 
that of Imperial Mutual Life. 








Rules on Sale of Assets 


SAN FRANCISCO—A California in- 
surance company cannot sell assets, con- 
sisting of real estate, to one of its direc- 
tors who placed the highest bid by get- 
ting the insurance commissioner to “re- 
quire” that it get rid of the property 
under Section 1202 of the insurance 
code which authorizes the commissioner 
to require the disposal, for good cause, 
of any excess funds investment even if 
they are held less than five years, the 
usual limit for disposal. Deputy attor- 
ney-general rendered the opinion to 
Commissioner Garrison. 





P. J. Joffee, for 10 years with the 
liquidation division of the California 
department, has resigned to become 
associated with the Los Angeles “Daily 
News” in a business capacity. 


SALES MEETS. 


Henry Stout Agents Go 
Into Huddle at Dayton 


Navy Day in Dayton, O., was cele- 
brated by the members of the Henry 
Stout Agency of John Hancock with an 
“all-agency huddle” and dinner party. 
This meeting honored Mr. Stout, who 
founded the agency in October, 1900. 
It also celebrated the achievement of an 
unusual summer-time business drive in 
which a quota of paid volume of $1,000,- 
000 was secured in July, August and Sep- 
tember. 

Production awards took the form of 
war savings stamps. The leader in total 
production credits was C. H. Quellhorst, 
Sidney, O. C. E. Drury, Jr., Dayton, 
was the leader in ordinary production 
volume, and Merle H. Mertz, Lima, O., 
was the leader in total number of cases 
paid for. A dinner was held at the home 
of Mr. and Mrs. Stout. 














Cropper Celebrates Anniversary 


O. T. Cropper, Kansas general agent 
of Aetna Life, Topeka, celebrated his 
30th anniversary with an agency meet- 
ing. A supper was served Sunday night 
at Mr. Cropper’s home. Speakers at the 
two-day sales meeting included M. J. 
McGinley, home office representative; 
Ralph W. Hoyer, John Hancock, Colum- 
bus, O., trustee of the National Associ- 
ation of Life Underwriters; A. H. Krone 
and L. C. Peters, Topeka; Chas. P. Gish, 
Kansas City; Norval Messick, T. O. 
McClung, Arthur Webb, Ivan Chubb, 
B. Rennick, John R. McClung, 
Topeka; Harry L. Stewart, Wichita and 
W. M. Lester, Topeka. October pro- 
duction showed an increase of 35% over 
the same month last year, Mr. Cropper 
reported. 


Alliance Life Muster 


Agents of the Alliance Life of Chi- 
cago from various points in eastern Iowa 
gathered at the office of District Agent 





MANAGERS 





More Legislative Activity 
by Life Men Urged 
MINNEAPOLIS—The need for life 


insurance men taking a more active ip- 
terest in legislative matters was stressed 
at a meeting of the Minneapolis Life 
Managers Association. Speaker was 
Wheaton A. Williams, vice-president of 
Fred L. Gray Co., Minneapolis. Attend. 
ing the meeting were George W. Wells, 
vice-president of Northwestern National 
Life, and Clyde B. Helm, secretary of 
the Insurance Federation of Minnesota, 

At the annual meeting of the Minne. 
sota Association of Life Underwriters 
last summer, the members were criti- 
cised for their indifference in legislative 
matters and recently the managers and 
general agents of the Twin Cities had a 
joint meeting at which the same criti- 
cism was made. 


McCarter Talks in Portland 


PORTLAND, ORE.— Major prob- 
lems faced in agency management work 
were reviewed by G. S. McCarter, 
agency vice-president American National, 
before the Portland Life Managers As- 
sociation. 


Johnson Speaks in Chicago 


Holgar J. Johnson, president of the 
Institute of Life Insurance, will speak 
Nov. 15 before the regular meeting of 
the Life Agency Managers of Chicago. 
E. W. Hughes, Massachusetts Mutual, 
is president. 








Dem in San Francisco 


A. L. Dern, vice-president and man- 
ager of agencies of Lincoln National 
Life, addressed a luncheon meeting of 
the San Francisco General Agents & 
Managers Association. Mr. Dern, who 
is just completing a swing around the 
country, gave his impressions, observa- 
tions and conclusions regarding life in- 
surance conditions. 

He was introduced by Frank H 
Sleeper, general agent there of Lincoln 
National. Fred Gale, superintendent of 
agencies in the western division, was a 
guest of honor. 


Crane Before Nashville Managers 


E. A. Crane, Indianapolis general 
agent, Northwestern Mutual Life, N. A. 
L. U. trustee, discussed the Pittsburgh 
national convention activities before the 
Nashville General Agents & Managers 
Association. 





The San Francisco Life Agency Cash- 
iers’ Association heard a discussion on 
Burma by M. L. Streeter, formerly an 
educator and missionary in that country. 








Prudential Employes Aid ODB 
NEWARK—The Office of Depen- 
dency Benefits is now employing more 
than 150 home office workers of Pru- 
dential part-time. ; 
They will work in four-hour periods, 
three nights a week, on conversion 0 
accounts, which must be changed as 4 
result of Congressional action increasing 
the allowances of soldiers’ dependents. 


William J. Snodgrass, treasurer of 
Reliance. Life, died last Saturday at 
West Penn Hospital at the age of 73. 
A native of Pittsburgh, he was named 
assistant treasurer of Reliance when the 
company was founded in 1903. He was 
elected treasurer in 1930. He was the 
last of the original officers of Reliance. 


—<—<—_—_— 











Otto J. Warneke at Sumner for a one- 
day sales conference. The program in- 
cluded talks by Mr. Warneke, General 
Agent Paul S. Kohl of Cedar Rapids, 
and Mrs. Alice C. Upham of Fredericks- 
burg. The home office was represente 
by Agency Supervisor E. A. Huff and 
Agency Director B. T. Kamin, tne lat 
ter discussing “Effective Sales Methods 
in War Time.” 
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Three National 
Officers on Peoria 
Congress Card 


PEORIA, ILL.—With talks by three 
oficers of the National association, a 
panel discussion by 
three leading pro- 
ducers and two in- 
spirational speak- 
ers, an outstanding 
program for the 
‘Life Insurance 
Geared to Victory” 
sales congress of 
the Peoria Associa- 
tion of Life Under- 
writers on Nov. 20 
is assured. 

Amongthose 
bringing greetings 
at the opening ses- 
sion will be James sasha 
W. Ross, supervisor policy examination 
division Illinois insurance department 
and former Peoria association secretary, 
and William B. Buckley, Mount Ver- 
non, Ill., manager Metropolitan Life, 
president Illinois Association of Life 
Underwriters which will hold its semi- 
annual meeting here the preceding day. 

James E. Rutherford, executive vice- 
president National association, will speak 
on “Let’s Face It”, outlining the Na- 
tional association’s plans for all-out par- 
ticipation in the war effort. : 

In the panel discussion on “Organized 
Effort in a Disorganized World”, Helen 
M. Zepp, Equitable Society, Chicago, 
past chairman Women’s Quarter Million 
Dollar Round Table, will speak. Walter 
O. Richard, John Hancock Mutual Life, 
Macomb, Ill., will discuss ‘How and 
Why I Sell Farmers” and Arthur F. 
Priebe, associate general agent Penn 
Mutual, Rockford, will tell why “It Pays 
to Program.” 

Herbert A. Hedges, Kansas City gen- 
eral agent Equitable of Iowa and presi- 
dent National association, will wind up 
the morning session with “Write Your 
Own Ticket”. 

The afternoon session will be opened 
by Wilbur W. Hartshorn, Hartford 
manager Metropolitan Life, with “Let’s 
Get Back”, Sergeant John Barry, who 
was wounded with the marines on 
Guadalcanal, will recount his experiences 
in “Today’s Firing Line”. Walter H. 
Gardner, general sales manager Key- 
stone Steel & Wire Company, a member 
of the National Committee for Economic 
Development, will discuss ‘Pre-Peace 
Planning”. 





W. B. Buckley 





Dayton, 0.—Milton Thomas, Toledo 
general agent Connecticut Mutual, spoke 
on “The Benefits and Privileges of the 
Policy Too Obvious to Talk About.” 

Fort Wayne, Ind.—Tom P. Riddle, New 
York Life, spoke Thursday. Recognition 
was given to Fred L. Fisher, advertising 
manager of Lincoln National Life, who 
recently received the C.L.U. designation. 

Toledo—Paul Smith, Columbus, presi- 
dent of the Ohio association, was prin- 
cipal speaker. ; He was introduced by 
Charles Spencer, Toledo general agent 
of Penn Mutual Life and a vice-president 
of the state organization. 

Lincoln, Neb.—The important contri- 
bution by life agents in maintaining 
home front morale was stressed by Lt. 
Col. L. H.. Shafer, former Cincinnati 
agency héad who is now insurance offi- 
oer at the army’s special training school 
here. Col. Shafer sold $22,000,000 govern- 
ment insurance to army men last Feb- 
Tuary. He commended agents for the 
servicing of army insurance. 


Renewal Commission 


LOANS 


LIFE UNDERWRITERS CREDIT CORPORATION 


Minneapolis, Minn. 





Program for Mo. 
Meeting Nov. 12-13 
Is Announced 


At the midyear meeting of the Mis- 
souri Association of Life Underwriters 
at the Hotel Governor, Jefferson City, 
Noy. 12-13, sessions will open Friday 
afternoon with a conference for officers 
of local associations. Herbert A. Hedges, 
general agent Equitable of Iowa at Kan- 
sas City, and president of the N.A.L.U., 
will preside. This will be followed by 
committee sessions. At the banquet in 
the evening, Mr. Hedges and Superin- 
tendent Scheufler of Missouri will speak. 

Associations of Jefferson City, Sedalia 
and Columbia are participating in the 
meeting, and Mayors Jesse Owens of 
Jefferson City and A. H. Wilks of 
Sedalia, will welcome agents Saturday 
morning, along with L. B. Pratt, Na- 
tional Life & Accident; L. J. Banner, 
Illinois Bankers Life, and Dorothy Riley, 
Reliance Life, president of the Jefferson 
City, Sedalia and Columbia associations, 
respectively. W. L. Coonrod, North- 
western National, Springfield, head of 
the state association, will preside at the 
Saturday session. 

Frank M. See, general agent New 
England Mutual Life, St. Louis, will 
present four unrehearsed sales demon- 
strations with prospects taken from the 
audience. P. C. Walker, assistant pro- 
fessor of finance at Missouri University, 
will discuss “Life Insurance for Our 
Future Citizens,’ covering material 
which is given students in his insurance 
course at the university. There will be 
a dutch treat luncheon, and then ad- 
journment for the Missouri-Oklahoma 
football game. 


Commissioner Sees 
Peril to Insurance 


Commissioner Neel of Pennsylvania 
was the principal speaker at a meeting 
of the Lehigh Valley Association of Life 
Underwriters. The life men invited rep- 
resentatives of the fire and casualty 
groups. 

Roger Graver, president, presided at 
the meeting and the speaker was intro- 
duced by John H. Bream, executive sec- 
retary of the Pennsylvania state asso- 
ciation. 

Commissioner Neel directed atten- 
tion to the legislation now pending in 
Congress which would exempt the in- 
surance business from federal regula- 
tion under the anti-trust laws and re- 
viewed their background. The influence 
of the TNEC investigations and the re- 
cent federal indictments of the South- 
Eastern Underwriters Association at 
Atlanta were highlighted. He stated 
that the opinion of Judge Underwood, 
refusing to reverse the 75 years of de- 
cisions based on the case of Paul vs. 
Virginia, had put the issues squarely be- 
fore Congress and the U. S. Supreme 
Court. The bills now pending before 
Congress, if enacted into law, would 
preserve the jurisdiction of the several 
states over insurance. 


Addressed Evening Meeting 


In the evening Commissioner Neel 
and Executive Secretary Bream at- 
tended a joint meeting of the Easton 
and Monroe County associations at 
Easton. At this meeting also the com- 
missioner stressed the importance of 
supporting the Bailey-Van Nuys bill. 

He referred to the Beveridge plan in 
England and the Wagner bill for the 
extension of social security in this coun- 
try. He reminded the agents that “the 
Wagner plan threatens particularly the 
industrial life and industrial health and 
accident insurance business and _ is, 
therefore, a direct threat at the business 
careers of the majority of the members 


of life underwriters associations, com- 
prised very largely of industrial life 
insurance agents.” 


Minneapolis Association 
Gives Season's Schedule 


MINNEAPOLIS—John W. Yates, 
California general agent of Massachu- 
setts Mutual Life, will address the Min- 
neapolis Association of Life Underwrit- 
ers Nov. 12 on “Why and How Do We 
Sell Life Insurance?” The December 
meeting will be in charge of the co- 
ordinators, made up of representatives 
in each agency who cooperate with offi- 
cers and committeemen in carrying on 
the work of the association. 

January will be featured by three late 
afternoon sales clinics stressing educa- 
tion but also having inspirational value. 
Similar clinics in past years have proved 
highly successful. Alfred Hiatt, general 
agent of Aetna Life, is chairman of the 
clinic committee. 

In February, the association will have 
as its speaker Prewitt B. Turner, gen- 
eral agent of Home Life in Kansas 
City; in April Dr. A. D. Harmon, presi- 
dent of Drake University, Des Moines, 
will speak. The March program will be 
in charge of the past presidents. 





Roberts for “Ad” Campaign 
to Interpret Agents’ Work 


PHILADELPHIA—A national insti- 
tutional advertising campaign to “better 
interpret men who sell and service the 
business” was urged on life companies by 
E. A. Roberts, president of Fidelity Mu- 
tual Life in addressing a luncheon meet- 
ing of the Philadelphia Association of 
Life Underwriters. Mr. Roberts said 
current campaigns, such as the anti-in- 
flation advertising drive, are decidedly 
helpful in advancing the nation’s estima- 
tion of life insurance. However, he con- 


Modern Life Insurance 


has become more than 
mere protection. Almost, it 
has come to be a symbol of 
The American Way of Life. 





tended that companies at the same time 
must recognize the work of the agents 
who have sold $130,000,000,000 worth of 
life insurance to 67,000,000 Americans 
and “build up the underwriter to a point 
where unpleasant connotations will be 
completely eliminated.” 

Mr. Roberts disclosed that 80% of the 
men of military age working for insur- 
ance companies in home offices or in the 
field are in service. 

Asserting that competition among 
companies and agents not only is good 
for the business but for policyholders as 
well, Mr. Roberts said it is “far better 
than if we had but one company, even 
if that company were controlled by the 
government.” 

Dr. S. S. Huebner, president of the 
American College of Life Underwriters, 
presented C.L.U. designations to Wil- 
liam L. Smith and Norman Barr, both of 
Prudential. 





Nashville—With the monthly volume 
of new sales exceeding previous years 
by 30 to 35% it is evident that the life 
insurance market has not gone to war, 
E. A. Crane, Indianapolis general agent 
Northwestern Mutual and National as- 
sociation trustee, declared. Pointing to 
the great increase in national income, 
Mr. Crane insisted that “we are not yet 
doing a good job with that market.” Mr. 








pemnestl CHARLES E. SEAY, 
OUTSTANDING TEXAN UN. 
DERWRITER, NOW ENJOY. 
ING HIS BEST YEAR, HAD 
HIS LIFE SAVED BY TWO 
PAGES IN HIS “R & R AD. 
VANCED UNDERWRITING 
SERVICE.” 


EY 


MR. SEAY HAD SOLD THE 
IDEA OF PARTNERSHIP 
INSURANCE. The day fol- 
lowing the interview, and with- 
out advance warning, the 
partners appeared in his office 
and presented an involved agree- 
ment problem. 


* * > 


IT WAS MR. SEAY’S ZERO 
HOUR. But he quickly found 
the answer in the “Partnership 
Section,” two facing pages 
which tabulate what can and 
what cannot be done in an 
agreement. Using the points as 
sales arguments, he reviewed 
them, the problem was solved 
and applications for $40,000 


were signed. 


* bl * 


THE $40,000 IS NOT THE 
POINT. The point is that Mr. 
Seay knew what was in his 
service, where to find it and 
how to use it. 


* 8 * 


EVERY SERVICE IS A GOLD 
MINE, if you will just do a bit 
of digging. The membership 
fee you pay is an investment— 
but you have to do the digging 
yourself if you want the divi- 
dend. 





PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 





INDIANAPOLIS 




















20 
Crane was introduced by E. T. Proctor, 
Nashville general agent Northwestern 


Kimbro Dunlap an- 
class is being or- 


Mutual. President 
nounced that a C.L.U. 
sanized in Nashville. 
Dr. Victor P. Morris, 
administration at Uni- 
on “Post-War 
Its Problems.” 
the Women’s 
Table were 
asley and Mrs. 


Portland, Ore. 
dean of business 
versity of Oregon, 
Planning, and Some of 
Membership certificates in 
Quarter Million Round 
awarded to Mrs. Elma Ez 
Leila N. Rice. 


Buffalo—The monthly 
ing was held Wednesday 
Merritt, assistant director 
National Life of Vermont, 


Mo.—R. J. Costigan, Mis- 
of Business Men’s Assur- 
“Selling Life Insurance.” 


New York State—Tower C. Snow, re- 
vional vice-president, met with directors 
of the Rochester association. He will 
address the Jamestown association Nov. 
10. Mr. Snow is general agent Penn Mu- 
iual, Buffalo, and immediate past presi- 
dent Buffalo association. 


spoke 


luncheon meet- 

with Francis lL. 
of agencies, 

as speaker. 


St. Joseph, 
ouri manager 
ance, spoke on 


San Francisco—Baldo Ivancovich, as- 
sistant manager Occidental Life and 
chairman of the association membership 
committee, is asking general agents and 
managers to pledge to have all new 
agents apply for membership at the time 
they are employed. 

California 
trek to 


Angeles—The southern 
caravan will make its initial 
Glendale Nov. 5. Speakers are John F. 
Curtis, Massachusetts Mutual Life, on 
“Motivation That Works for Me”; R. 8S. 
Summerhays, New York Life, “Are You 
a Timekeeper,” and Edward Choate, New 
England Mutual Life, “One Man’s Phi- 
losophy.” 


Los 


The caravan committee includes 
O'Brien Sawyers, Aetna Life, chairman; 
W. R.° Hoéfflin, Jr., Connecticut Mutual 
Life; La Noue Matta, Acacia Mutual Life, 
and George C. Searvie, Aetna Life. 

St. Paul—Russell CC. Whitney, Con- 
necticut Mutual Life, Chicago, spoke 
Nov. 1. The program was sponsored by 
the St. Paul C.L.U. chapter. 


Pittsburgh—W illiam H. Andrews, home 
office general agent of Jefferson Stand- 
ard, Greensboro, N. C., and vice-president 
of the National Association of Life Un- 
derwriters, spoke on “The Price ot 
Success” Nov. 4. 

Des Moines—kKk. BL. 
tendent of agencies of 
speak Nov. 19. 

Kankakee County, Ill.—Willard Ewing, 
Chicago general agent of Provident Mu- 
tual, spoke. H. A. Lueth, president, pre- 
sided. 

Centralia, Ill. 
ger social 


Coolidge, superin- 
Aetna Life, will 


—Edgar W. Lehen, mana- 
security office, Mt. Vernon, 
spoke at the meeting which was held 
at Salem, Ill. A. Paul Fellinger, presi- 
dent, presided. Another meeting will be 
held Nov. 8 at the —a Garden, 
Salem, when Secretary W. Hartshorn 
of the National association will pape. 





Goldstein Views Pension 
Plans at Philadelphia 
PHILADELPHIA—Meyer M. Gold- 


stein, director of the Pension Planning 
Company of New York City and gen- 
eral agent of Connecticut Mutual Life 
there, discussed pension plans at a 
meeting of the Philadelphia Life Insur- 
ance & Trust Council. 

The commissioner of internal reve- 
nue has made it possible for a taxpayer 
to “look before he leaps,” he said. He 
can prepare his plan and submit it to 


the special pension trust group unit 
that has been set up by the commis- 
sioner, and obtain a ruling as to 


whether his plan qualifies under section 
165 (a) of the internal revenue code. 


When Plan Qualifies Automatically 


If the plan qualifies under Section 
165 (a), and is a pension plan, it auto- 
matically qualifies under wage and sal- 
ary stabilization controls, except for 
“the minor matter of any life insurance 
element” which may readily qualify by 
coming within the established rulings, 
Mr. Goldstein pointed out. If it is a 
stock-bonus or profit-sharing plan, it 
must receive specific approval under 
wage and_ salary stabilization controls 
from both the Treasury and the war la- 
bor board. 


FieNATIONAL sosahantssaneininiasenihiniaal 
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~ Latest Policy | Changes 





By JOHN H. RADER 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in April at $2.50 a copy, and the Unique Manual-Digest, 


published in June at $5 a copy. 





Northwestern’s New 
Dividend Basis 


Northwestern Mutual announced a re- 
vised dividend manual. The plan of the 
manual has not been changed but it is 
not considered advisable to continue 
illustrations of interest dividends under 
the options of settlement, and that sec- 
tion has been omitted from the 1944 
edition. 

“Few persons appreciate the change 
that has taken place in the yields on the 
safely invested assets of all life insur- 
ance companies during recent years, 
Percy #1. Evans, vice-president and actu- 
ary, stated in the announcement to 
agents. “Perhaps the Northwestern has 
suffered by this change as little as any 
other company, but with a net effective 
rate of investment income of 5.02% for 
the year 1929 when the deflation of 
values began, the rate had diminished 
to 3.7% for the years 1940-1942, with a 
further decrease possible in consequence 
of the shift to lower yield investment. 


Adjusted Interest Factor 


“Tt is probably self-evident that in cal- 
culating shares or dividends of divisible 
surplus there must from time to time be 
adjustments to correspond with the 
trends in actual experience. In accord- 
ance with this sound and conservative 
principle the annual dividends payable 
in 1944 have been calculated on an ad- 
justed interest basis, the effect of which 
will be most noticeable in the case of 
policies carrying a substantial reserve or 
cash value upon which the interest fac- 
tor is calculated. For like reasons ad- 
justments have been made in the table 
of dividends on fully paid insurance in- 
cluding single premium policies.” 

The basis of dividends under options 
of settlement and other funds held under 
geen: agreements has been modified 

3.15% except that where the funds 
are not subject to withdrawal the basic 
rate will be 3.4% until further ordered 
by the executive committee. 

An illustration of the effect of the 
modification in interest factor based on 
$1,000 ordinary life issued at age 40, is 


Scales of 


1941, 1942, 1944 Scale 
1943 Net Ne 

Year Pr ayment Year Payment 

i De sewie wee 31.56 

Bisae snes 24.02 

ere 23.88 

Seen rer 23.76 

Oe ieee o 23.65 

Rosie 6 ean 23.55 

Sra ne 23.45 

Gera sae 23.35 

Dis wcerateeacn 23.35 

ep eee 23.15 





Western Life Has 
New Annuity Scale 


Western Life of Montana recently 
placed immediate annuities on the same 
basis as Tables 1 and 3 of the 1943 Little 
Gem Life Chart and Unique Manual- 
Digest. 


Basis for Retirement Income 


Incomes payable under the retirement 
annuity contracts, both annual and single 
premium, may be obtained from the 
table below by dividing the cash value 
at attained age by 1,000 and multiplying 
by income per $1,000 for attained age 
shown in right-hand columns. 

20-payment endowment age 60 is 
now available in both the participating 


and non-participatine departments at 


rates shown below. 


-—Retirement Annuity—— 





20 Mo. Income 
Pay. Cash Value Per $1000 
End. End $100 $1000 Proceeds 
60 of Ann. Sin. Att. Age Life 
Age Par Yr.Prem. Prem. M. F. Ann 
15 $29.71 1 62 $ 910 .. 50 $4.45 
16 30.28 2 155 935 . Sl 4.53 
17 30.88 3 252 965 - 52 4.62 
18 31.48 4 351 1,000 - 58 4.71 
19 32.11 5 45° 1,040 . 5b4 4.81 
20 32.74 6 558 1,084 50 55 4.91 
21 33.39 7 667 1,111 51 56 5.01 
22 34.07 8 718 1,239 62 59 5.12 
23 34.76 9 893 1,168 53 58 5.24 
24 $5.47 10 1,012 1,197 54 59 65.37 
25 $6.21 11 1,137 1,227 55 60 5.50 
26 36.97 12 1,266 1,257 56 61 5.63 
27 37.76 13 1,399 1,289 57 62 5.78 
28 38.59 14 1,535 1,321 58 63 5.93 
29 39.45 15 1,676 1,354 59 64 6.09 
30 40.35 16 1,821 1,388 60 65 6.26 
s 41.28 17 1,971 1,423 61 66 6.44 
32 42.26 18 2,126 1,45 62 67 6.63 
3 43.29 19 2,283 1,495 63 68 6.83 
34 44.36 20 2,446 1,532 64 69 7.05 
35 45.48 21 2,614 1,570 65 70 7.27 
36 46.65 22 2,788 1,610 66 7.51 
37 47.87 23 2,966 1,650 67 7.76 
38 49.16 24 3,151 1,691 68 8.03 
39 50.50 25 3,339 1,733 69 8.32 
26 3,500 i077 “tO 8.62 
Non-Par 27 3,735 1,821 
15 $26.43 28 3,942 1,867 Refund Ann. 
16 26.98 29 4,155 1,913 50 $4.17 
17 24.09 3 4374 2961 .. 61 423 
18 28.11 31 4,599 2,010 .. 52 4.30 
19 28.71 32 4,833 2,060 .. 53 4.37 
20 29.31 33 5,073 2,112 .. 54 4.44 
21 29.93 34 5,320 2,165 50 55 4.51 
22 30.57 35 5,574 2,219 51 56 4.59 
Ze. $1.23 36 5,836 2,274 52 57 4.67 
24 31.90 37 6,105 2,331 53 58 4.75 
45) 32.60 38 6,382 2,389 54 59 4.83 
26 33.32 39 6,670 2,449 55 60 4.92 
27 34.07 40 6,964 2,511 56 61 5.02 
28 34.86 41 %,267 2,573 57 62 5.12 
29 35.67 42 7,580 2,637 658 63 5.22 
30 36.53 43 7,904 2,703 59 64 5.32 
31 37.41 44 8,235 2,771 60 65 5.44 
32 38.34 45 8,577 2,840 61 66 5.55 
33 39.32 46 8,929 2,911 62 67 5.67 
34 40.33 47 9,290 2,984 63 68 5.80 
35 41.39 48 9,665 3,059 64 68 5.94 
36 42.51 49 10,050 3,135 65 70 6.07 
87 43.66 50 10,446 3,214 60 6.22 
38 44.89 cee JON 6.38 
39 46.15 68 6.53 
ed =i 69 6.70 
70 6.88 


Reserve — Tex., 
Has New Rate Book 


Coincident with compilation of an in- 
creased premium rate schedule, Reserve 
Loan Life of Texas has introduced sev- 
eral policy forms, including a double 
protection to 65, family income benefit 
on the 10, 15 and 20-year plans, retire- 
ment income at 60 and 65, a 20-year 
mortgage retirement plan and_ several 
new juvenile policies. Rates shown in 
the table below include the income dis- 
ability and double indemnity benefits. 


Payor Clause Available 


Payor death and disability benefit is 
now available on all juvenile contracts, 
running to insured’s attained age 25. 

A major surgical operations and dis- 
memberment benefits non - cancellable 
supplementary contract is now available 
ages 15-55, terminating at age 60. 

The double indemnity clause provides 
return of premiums paid in event of 
accidental death within 20 years during 
premium-paying period. Under limited 
payment policies, the additional acci- 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth | 
COATES & HERFURTH 
CONSULTING ACTUARIES 
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SAN FRANCISCO LOS ANGELES 


ILLINOIS 


DONALD F. CAMPBELL | 
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Consulting Actuaries 
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Consulting Actuary 
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CARROLL E. NELSON 


Consulting Actuary 
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Associate 
E. P. Higgins 
PHILADELPHIA 


—— 











THE BOURSE 


























n 4020 




















November 5, 1943 





21 








dental death benefit also becomes. paid- 
up at end of premium-paying period of 
the basic policy and provides protection 
to age 65. Premium rates for the new 
contracts are: 

20 Double Ret. Life 


End. Pay. Prot. End. Inc Ex- 
Age End, to Age at pec- 


Age 85 85 65 65 65 tancy 
10 $14.85 $25.05 sae O16.54 cae Ghh.ae 
15 16.19 26.39 $27.70 18.26 $19.79 11.98 
20 17.80 28.09 29.79 20.51 2.48 12.76 
91 18.17 28.47 30.27 21.03 23.09 13.09 
92 18.57 28.87 30.77 21.58 23.75 138.25 
93 18.96 29.27 31.81 22.17 24.46 13.42 
24 19.38 29.71 31.84 22.79 25.20 13.60 
95 19.83 30.15 32.42 23.44 25.99 14.01 
96 20.29 30.63 33.02 24.14 26.83 14.21 
27. «20.79 31.11 33.64 24.89 27.73 14.43 
98 21.30 31.62 34.31 25.70 28.68 14.92 
99 21.86 32.16 35.00 26.55 29.72 15.18 
30 22.43 82.71 35.72 27.49 30.85 15.44 
91 23.04 33.29 36.47 28.46 32.0 16.03 
32 23.68 33.91 37.28 29.52 33.59 16.34 
33 24.36 34.57 38.11 30.65 34.91 16.66 
34 25.08 35.25 39.02 31.85 36.31 17.38 
35 25.85 35.97 39.96 33.14 37.81 17.76 
36 26.69 36.75 40.95 34.54 39.40 18.17 
37. 27.57 37.57 fe 12 18.60 
88 28.53 38.43 00 19.53 
39 29.53 39.34 02 20.04 
40 30.57 40.31 .23 20.59 
41 31.68 41.34 61 21.16 
42 32.82 42.43 19 22.34 
43 34.08 43.57 0 23.03 
44 35.40 44.79 5 24,36 
45 36.83 45.63 .6 25.36 
46 38.32 47.00 : 


* CIWWO-1WIOS wr 
tw 
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ow 





47 39.93 48.48 28.33 
48 41.64 50.03 29.56 
49 43.47 51.67 30.88 
50 45.45 53.41 32.28 
51 47.56 55.24 34.71 
52 49.81 57.20 36.33 
53 52.19 59.2 38.07 
54 54.73 61.51 40.97 
55 6057.44 63.89 42.96 
60 67.97 71.77 51.36 
65 86.91 .. Bile 


Colonial Life Revises Its 
Industrial Rates 


Colonial Life has revised its industrial 
premium rates and cash values. The 
policy forms now available in the indus- 
trial department are limited payment 
life with premiums payable for 10, 15 
or 20 years and a double protection to 
age 65. 

Life paid-up at 65 and term to 65 
have been discontinued. 

Amounts of insurance purchased by 
each 5c of weekly premium are shown 
below: 


10 15 20 Double 

Pay. Pay. Pay. Prot. 

Age Life Life Life to 65 
10 $45.00 $65.00 $80.00 Peres 
15 41.00 59.00 72.00 saree 
20 38.00 54.00 66.00 $118.00 
25 35.00 49.00 60.00 104.00 
30 32.00 45.00 55.00 90.00 
35 29.00 41.00 50.00 78.00 
40 26.00 37.00 45.00 64.00 
45 24.00 33.00 40.00 54.00 


55 20.00 27.00 
65 17.00 ee 


Loyal Protective Issues 
Life Paid Up at 60, 65 


Loyal Protective Life has announced 
to its field force the introduction of two 
more policies, life paid-up at 60 and 
65. These are participating contracts 
with premiums payable to ages 60 or 
65 and $1,000 paid up insurance there- 
alter. The premium rates are: 





Life Life Life Life 
Pd-Up Pd-Up 

Age at60 at65 Age 
10 § 5.16 35 
36 
<( 3 
21 38 
22 39 3 
23 : = 
24 4 é 5. 
25 42 Ho 
26 43 a 
27 44 49.62 42.54 
he 45 52.94 44.56 
Pas 46 56.72 47.27 
oy 47 61.05 50.01 
31 48 66.07 53.05 
= 49 71.96 56.45 
4 50 78.97 60.27 
* 55 89.67 


Prudential’s Rates for 
New Forms Shown 


Prudential’s rates for waiver of pre- 
mium benefit in connection with juvenile 
Contracts issued in the ordinary depart- 
ment and for double protection to 
65 and family income whole life paid- 


LIFE INSURANCE EDITION 





up at 85 policies are shown below. 
Waiver is issued to applicants under 
age 45 and covers until child reaches age 
21. Double protection provides $2,000 
initial amount to age 65; thereafter, 
$1,000 paid up insurance. The new 
family income is a combination of term 
and paid-up at 85 which provides $10 
monthly income from date of death to 
20th policy anniversary. The rates 
quoted below on these two new policies 
contain the usual waiver benefit. 
Child Age 5 


Applicant’s Family 
Prem. Waiver Ben. Dou- Income 
W. L. 20 20 ble W. Life 
Pd.-Up Pay. Year Prot. Pd.-Up 
Age at 85 Life End. to 65 85 
15 een ime aaa $28.3 ae 
20 $1.07 $1.75 $3.43 31.64 $25.88 
21 1.10 1.79 3.53 32.34 26.37 
22 1.12 1.83 3.60 33.08 26.88 
23 1.14 1.86 3.66 33.84 27.41 
24 1.16 1.89 3.72 34.64 27.94 
25 4.27 1.91 3.76 35.50 28.54 
26 1.18 1.93 3.80 36.38 29.15 
27 1.20 1.95 3.85 37.32 29.80 
28 1.22 1.99 3.92 38.31 30.49 
29 1.24 2.02 3.97 39.37 31.25 
3 1.25 2.05 4.03 40.49 32.06 
31 1.27 2.08 4.10 41.69 32.95 
32 1.31 2.13 4.19 42.97 33.90 
33 1.34 2.18 4.28 44.34 34.95 
34 1.37 2.23 4.39 45.79 36.08 
35 1.42 2.30 4.53 47.36 37.31 
36 1.46 2.38 4.68 49.03 38.62 
3 1.52 2.48 4.87 50.82 40.08 
38 1.59 2.58 5.08 52.74 41.61 
39 1.66 2.70 5.31 54.79 43.28 
40 1.74 2.84 5.58 56.99 45.10 
41 1.84 2.99 5.88 59.35 47.03 
42 1.94 3.16 6.21 61.91 49.14 
43 2.06 3.35 6.58 64.65 51.38 
44 2.18 3.55 6.99 67.63 53.79 
45 2.31 3.77 7.42 70.86 56.40 


Bankers National Brings 
Out New Term Form 


Bankers National of New Jersey has 
brought out a renewable term policy 
providing a decreasing amount of insur- 
ance, ages 15-50, inclusive. The policy 
term may run for any number of years 
from 5 to 25, but not beyond insured’s 
attained age 70. This policy may be 
written as a supplementary contract to 
provide a “family income” type of 
policy. Premium rates are: 


15 $7.91 34 $ 9.19 53 $21.44 
16 7.94 35 9.30 54 23.01 
17 7.96 36 9.49 55 24.70 
18 8.00 37 9.71 56 26.58 
19 8.13 3 9.95 57 28.61 
20 8.26 39 10.25 58 30.83 
2 8.38 40 10.59 59 33.21 
22 8.50 41 10.98 60 35.89 
23 8.58 42 11.44 61 38.73 
24 8.66 43 11.93 62 41.83 
25 8.74 44 12.50 63 45.21 
26 8.79 45 13.14 64 48.88 
27 8.84 46 13.84 65 52.85 
28 8.85 47 14.64 66 56.61 
29 8.88 48 15.50 67 61.29 
30 8.91 49 16.49 68 66.30 
31 8.94 50 17.55 69 71.74 
32 8.98 51 18.71 70 77.60 
33 9.06 52 20.04 Pa ee 


Premium Rate Increase 
by Michigan Life 


Michigan Life has put into use a new 
schedule of premium rates. All policies 
are affected except the life expectancy, 
family protection, dual protection, term 
and juvenile 20 payment endowment at 
85. Cash values and other non-forfeiture 
values remain unchanged. 

Waiver of premium disability benefit 
rates also are unchanged. Semi-annual 
and quarterly rates are obtained by tak- 
ing 52% and 261%4% of annual premium, 
respectively; monthly rate now is 9% 
of annual. Premium rates on six popu- 
lar policy forms are shown below at 
quinquennial ages: 

Pref. Pref. 

Risk Risk End.20 Pay. 20 End. 

Wh. 20 Pay.Age End. Year Ann. 
Age Life Life 85 Age8s5 End. at 65 
15 $12.20$1 


1 2 9.23 $13.18 $20.71 $43.36 $17.21 
20 13.49 20.78 14.70 22.82 43.56 19.87 
25 15.11 23.52 16.64 25.34 43.79 23.32 
30 ° 17.67 26.72 19.51 28.56 44.29 28.01 
35 21.26 30.44 23.12 32.30 45.48 34.64 
40 25.83 34.87 27.75 36.75 47.20 44.29 
45 31.72 40.23 33.72 42.15 49.91 59.01 
50 39.39 46.91 41.52 48.88 54.10 83.64 
55 wane , “aaa, (RRO alos cee ws 
60 wictiew “aenerol Geen 


Freeman New Minn. Deputy 

ST. PAUL— Commissioner Johnson 
announced the appointment of Everett 
P. Freeman, city attorney of Chisholm, 
Minn., as deputy insurance commis- 
sioner. 


Shenandoah Life’s New Rate Saale 





The accom- 
panying page, in 448 


Shenandoah Life, Va. 





the style of the pREMiUuM RATES Per $1,000 


Amer. Men. 3% 





Little Gem Life 





Chart, illustrates 
the new premi- 
um rates of the 
Shenandoah Life 





of Roanoke, 
which are to be 
adopted Nov. 15. 
The new basis 
for calculation is 
the American 
Men Ultimate 
table of mortal- 
ity and 3% in- 
terest. 

The lone ex- 
ception is the 


special optional 
multiple endow- 
ment contract 


w hich remains 
on the American 
experience 34% 
basis, but these 
premium rates 
will be increased. 

Short term en- 
dowment and the 
deferred annuity 
contract have 





Non-Participating Participating | 
Fam. En- 2 
Prot. 10 dow- Pay. End. 
to Year ment End. Age 
Age Term Age Age 65 
60 85 5 
ecose eccce 15.80 24.03 
.50 29.73 7.74 16.99 25.71 19.46 
23.74 32.37 8.16 18.78 27.97 21.96 
24.49 32.95 8.22 19.18 28.46 22.53 
25.26 33.56 8.27 19.60 28.94 23.13 
26.12 34.18 8.31 20.03 29.46 23.77 
J 34.84 8.36 20.49 29.97 24.43 
27.94 35.54 8.40 20.97 30.51 25.14 
28.95 36.27 8.46 21.48 31.07 25.89 
| 37.01 8.51 22.00 31.64 26.69 
31.15 37.84 8.59 22.57 32.24 27.53 
32.36 38.71 8.68 23.16 32.87 28.43 
33.65 39.61 8.79 23.78 33.52 29.40 
35.02 40.60 8.93 24.44 34.20 30.43 
36.49 41.62 9.10 25.14 34.92 31.53 
42.73 9.31 25.88 35.67 32.71 
3. 9.56 26.66 36.44 33.97 





; 97.93 





been dropped 


DISABILITY RATES (Waiver of Premium) (Male) 








from the new 30 38 04 39 65 65 20 69 146 35 63 45 «64 

2 os 61 46 66 47 .77 68 25 87 «1.75 42 78 54 .79 
rate book. The 73 457 «= 84.—Si«3Ss«C«d2LOOSs«=8T:«30—sdis4#:s«s 222 15297) 1861.00 
etter was s lie 61 2 te ae ie toe ie te ce in ce 

aes E "22 151 1. 3 ; "23 4, i 7 : ; 

poe contract 3% 200 213 204 222 2:45 45 3.38 5.04 161 241 230 272 
oroviding : re ee ts ae ce a eee” eee im? 268 S08 «.... 
: — & Recap 440 4.72 466 479 4.60 55 4.60 5.28 5.42 a 
arn mm event oF = *$1,000 insurance or Cash Value if greater. At maturity monthly life income, 120 months 


death prior to 
maturity date. 


CASH VALUES—(Participating and Non-Participating) 





The modified life “20 25 30 35 40 45 


50 55 Age 20 2 30 35 40 45 SO 55 





with optional 





term to 65 or 
70 has been 1: 
dropped in favor ; 
of a modified life 218 260 306 — 26 oe 


Endowment Age 85 Year 20 Payment Endowment 85 
5 6 7 9 14 22 30 38 3 ll 15 20 27 33 39 45 50 
8 9 16 2 34 45 S7 70 4 29 36 44 53 62 71 80 88 
2 20 30 42 55 69 101 48 57 68 93 104 116 126 





: : 453 428 397 355 279 194 
with optional 536 515 488 453 406 321 
term to expec- 616 599 577 548 509 458 
tancy. 


Illustrative ‘ 
dividends based on the new premium 
scale are carried in the schedule below 
for age 35 at issue. 

Pref. 20 Mod. 


End Risk End. Pay. End. End. Life 
of Ord. Age End. Age Ann. to 


Year Life 85 85 65 at65 Exp 
$ a . - 

Prem. 26.29 27.49 37.26 35.32 45.85 19.94 

1 3.62 3.49 3.78 3.72 4.04 2.74 

2 3.64 3.51 3.84 3.77 4.16 2.75 

3 3.66 3.53 3.91 3.83 4.29 2.76 

4 3.74 3.61 4.04 3.95 4.47 2.78 

5 3.82 3.70 4.18 4.08 4.65 2.80 

6 3.91 3.78 4.32 4.21 4.84 2.85 

7 4.00 3.88 4.47 4.35 5.03 2.90 

8 4.10 3.97 4.62 4.49 5.24 2.95 

9 4.19 4.07 4.78 4.63 5.45 3.00 

10 4.29 4.17 4.94 4.73 5.66 3.05 

15 4.79 4.68 5.80 5.57 6.84 3.29 

20 5.37 5.26 6.83 6.52 8.24 3.53 
Total 

20 yrs. 87.56 85.18 102.09 98.65 146.80 61.73 








~— INU. S. WAR SERVICE 


Ralph J. Walker, assistant actuary of 
Aetna Life, has been commissioned a 
lieutenant (j.g.) in the naval reserve and 
has reported for indoctrination training 
at Fert Schuyler, N. Y. He joined 
Aetna in 1934 and was elected an assis- 
tant actuary in 1941. 


Arthur C. Crowder, Jr., formerly north 
Alabama manager of Prudential, now on 
leave with the army, has been promoted 
from captain to major. He is assistant 
personnel and training officer at Tinker 
Army Air Field, Okla. 


Harte R. Thomas, Memphis, super- 
visor of Mutual Life, has been inducted 
into the navy and commissioned an en- 
sign. He reported to Cornell University 
for training. 


First Lt. Richard W. Bridges, 24, pilot 
of a Liberator bomber, who was in the 
reinsurance department of Lincoln Na- 
tional Life before going into service, is 
reported missing in action in the Euro- 
pean war theater. 





Gouhade 


Parkinson Speaks in N. Y. C. 


Thomas I. Parkinson, president of 
Equitable Society, spoke on “Recent 
Significant Developments in the Field of 
Finance” at a luncheon meeting of the 
New York C.L.U. chapter Thursday. 





Peoria Chapter Ranks First 


The Peoria C.L.U. chapter ranks first 
in the United States in regard to the 
number of members pro rata to the 
city’s population, according to an an- 
nouncement by the American College of 
Life Underwriters. 


Los Angeles Opens Season 


At the Los Angeles C.L.U. chapter's 
initial meeting of the season, Harold D. 
Leslie, Northwestern National Life, 
first president of the chapter, presented 
diplomas to V. John Krehbeil, Aetna 
Life; Byron D. Williams, Connecticut 
General Life (both in absentia): Ben- 
jamin Shapiro, Metropolitan Life: Jf. 
Burrell Jackson and Lorado R. Snell, 
both of John Hancock in Glendale, and 
William E. McCombs, Prudential. 

Fred A. McMaster, Ohio National 
Life, chairman of the program commit- 
tee, outlined its plans for the year. 

Harold Kaye, Equitable Society, 
chairman of the committee on coopera- 
tion with the bar, indicated that this ac- 
tivity might be promoted by exchanging 
speakers with the California State Bar. 


To Hold Class in Buffalo 


W. Merle Smith, president of the 
Buffalo C. L. U. chapter, announced the 
opening of a class in Part C Nov. 3. 
Holland V. Williams, Buffalo attorney, 
is the lecturer. 













































FRATERNALS 


Diamond Year of 
A.O.U.W. Observed 
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Special Souvenir Policy 

A.O.U.W. of 
special all 
ued in units 
written only dur 
July 1, 1944 


time ago North 
out a 


policy i 


monic 
Dakota 
niversary souvenil 
475. It will be 
12 ending 
policy is on the 3% American ex 
perience reserve basis and the premium 
quite low At age 35 at issue 
fol unit is $29.76 
yable: $575 lump sum, 
tallments each of 


brought 75th 


month 


rates are 
the annual rate 
Proceed are pa 
then 12 monthly in 
$57.75, and therafter 12 monthly install 
ments of $14.75 eat h; plus $25 to bene 
ficiary on the Dec. 15 following the in 

death, and another $25 on the 
i succeeding Dec. 15. The policy 
becomes paid up for whole life in 
urance when premium paid to 
date nearest in d’s ( 


Olle 


$575 
are 
anniversary ure ag 
65 

The result with thi contract 
been more than satisfactory, a large 


business having been done 


new 
have 


volume ol 


Non-Profits to File Returns 


WASHINGTON—The House 
and means committee has voted, in tram 
ing a new re bill, to require certain 
insurance corporations and organization 
and fraternal group heretotore exe mpt 
unde 101 of the internal rey 
enu and which are organized on 
a non-profit basi to file informational 
returns annually under the tax 
though they not liable for tax 


Way 
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bl 
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cod , 


evel 
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law 


are 


Continues Dividend Scale 


Directors of Modern Woodmen have 
authorized continuance of the dividend 
cale. This applies to American experi 
ence forms of certificates and covers the 
dividend yea Oct. 1, 1943 to Oct 
1, 1944 Phe board al o authori d con 
tinuance of the present interest rate on 
dividends left on deposit 


from 


Readjustment Is Difficult 
D« pite the 


average agent is 
to get busines 
Over army 
those of 

children Although 
i agents have adju ted themselves 
sales conditions many 
it difficult to do so 


general sales increase the 
still finding it difficult 
because the needs of the 
group are not as acute as 
with 


more 


ape 
the Nan 


the 


younrvel young 
success 
to 
changed agents 
are finding 


Matthew T. Tomich, the 
board ol tru 
ternal Union, 


20 years he was a 


ecretary Ol 
tees of Croation Fra- 
died at the age of 40. For 
railroad signal main 
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te ce man V the Baltimore & Ohio 
road. 

I. E. Newton, Woodmen of the World, 

Omaha, has been awarded the F.IC. de- 





Complete Program 
of Agency Officers 


(CONTINUED FROM PAGE 1) 








iker Corporation and director of field 
levelopment, committee for economic 
development ef the Department of Com- 
erct Significance of the C.L.U. 
lovement to the Future of Life Under- 
riting,’ Dr. S. S. Huebner, president 
Americal re of Life Underwriters; 
J ( ging World,” S. M. Foster, 
economil viser New York Life; ‘1944 

The Year of Decision,” John Marshall 
Holcombe, Jr., manager Research Bu- 
rceau 

Representatives of the “small company 
group” will have a dinner Nov. 16, it 
has been announced by R. B. Richard- 
son, president of Western Life, who is 
chairman of this group with less than 


He also announced 
of the executive 
during the 


$150,000,000 in force 
there will be a meeting 
committee of this group, 
Bureau’s annual meeting, to consider 
plans for the 1944 spring meeting. 

This group was organized over five 
years ago, and has held meetings last- 
ing three days each spring in Chicago. 
All problems common to this particular 
are considered and thorougiily dis- 
under the guidance of members 
of the Bureau staff 

R. Ke. Irish, president of Union Mutual 
Life, was peak during the first five 
ears. At the 1943 spring meeting an 
executive committee of five members, 
together with the present chairman, was 
elected. The members are Mr. Irish; 
Morton Boyd, president Commonwe: alth 
Life; Sam E. Miles, vice-president Provi 
dent Life & Accident; W. V. Woollen, 
agency vice president Capitol Life, and 
A. H. Kahler, vice-president Indian- 
apolis Life 


Third Hearing 
Is Held on Bills 


(CONTINUED FROM PAGE 1) 


class 
( ussed 


bill would avert a pending prosecution or 
vould merely clarify the law as to future 
acts has a considerable bearing on the 
way the bill will be viewed when it 
comes up for passage by Congress and 
how its enactment may be expected 
to react on the public. 

Referring to the regional rating o1 
ganizations “supergovernment” O’Ma 
honey declared that the bill would per- 


on 


as 


mit the four organizations to govern the 
business of insurance with no interfer- 
ence from anyone, the states bet ing un 
able to cope with this “supergovern- 
ment.” 


In his prepared statement, Mr. Han- 


cock stressed the fact that in ‘the absence 


in question a reversal of Paul 


of the bill 
vs. Virginia 
insurance b 





lead to chaos in the 
since at best a long 
period would be required to determine 
what, if any, portion of state regulation 
may be retained if the federal anti-trust 
statues were held to apply. He dis- 
puted the conten tion of Mr. Biddle that 
the District of Columbia Medical Asso- 
decision was tantamount to 
insurance to be commerce, and 
attention to another District of 
‘ase, Lown v. Underwriters 
in which the court held in 


would 


usiness, 





ciation 





holding 
called 

( olumbia ( 
Association, 


1911 that anti-trust laws did not apply 
to insurance and which stands as the 
only federal decision on the question. 
While marshalling an imposing array 
of evidence to refute Mr. Biddle’s con- 
tention that state regulation is inade- 
quate, Mr. Hancock said that the sub- 
ject is not material, “for it is our view 
that the intention of Congress is to 
leave the matter of regulation to the 
states and not to interfere. The ade- 
quacy or inadequacy of state regula- 
tion does not, to our mind, have any 


real bearing upon the bills in question.” 

It seems immaterial, he continued, that 
insurance companies, whether fire or life, 
have opposed state regulation. 

“Tt is conceivable,” he said, “that such 
opposition was to secure a final determi- 
nation of that law under which the busi- 
ness must be conducted. In any event, 
that is a matter of history for the law of 
the land, as announced by the Supreme 


Court, now upholds state regulation.” 
As to Mr. Biddle’s suggestion for a 
wide congressional investigation of in- 
surance, Mr. Hancock said he felt that 
with the pressure of war, such an in- 
vestigation is not required, “nor do we 


feel that such an investigation is a pre- 


requisite for consideration of the bills 
now before us.’ 

Though asserting that Mr. Biddle’s 
reference to the Missouri bribery scan- 
dal was irrelevant, Mr. Hancock took 
occasion to cite a passage from the 1939 


report of the federal grand jury of the 
western district of Missouri which 
thanked the insurance executives “who 
cooperated so fully with this jury in 
bringing the true story to light,” and 
stating that “our later investigation, fol- 
lowing the court’s instructions to the 
U. S. district attorney, failed to uncover 
any supporting evidence whatsoever that 
any insurance company officials had 
knowledge of the dealings between 
C. R. Street, R. E. O'Malley and T. J. 
Pendergast when this (Missouri rate 
case) settlement was made and later ap- 
proved by the court.” 
In his statement in 
Hancock, \ssistant 
Berge made the point that the 
of whether insurance is or is 


answer to Mr. 
Attorney-general 
question 
not com- 


merce will be decided by the Supreme 
Court soon in the Polish National Alli- 
ance case, which is on the calendar just 
before the S.E.U.A. case and hence it 
is not a question for Congress to de- 
cide. 


—that is, 
is in- 


policy 
business 


“But the question of 
whether if the insurance 
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Blind Agent Directed 
by Trained Bird Dog 


Arthur Lehde of Beaucoup, IIL, 
recently appointed an agent for 
the General American Life has 
been blind since he was injured 
in an automobile accident in 1936, 
But despite this handicap of total 
darkness he completed a four- 
year course in finance and com- 
merce at the University of IlIli- 
nois in three years, ranking 
among the first five in a class of 
2,800 students. In his work as a 
life agent he is being assisted by 
his faithful friend, Peggy Lou, 
said to be the only ‘known pointer 
used as a “seeing-eye.’ The dog 
was trained by a 4-year-old boy, 
“Tony” Wetzel, who resided 
next door to Lehde at the time 
of his accident seven years ago. 





terstate commerce it shall nevertheless 
be granted special exemptions from the 
Sherman and Clayton acts—is clearly a 
question for Congress,” he continued, 

‘And as head of the division charged 
with the enforcement of the anti-trust 
laws I want most emphatically to urge 
that no special exemption be granted 
to this business. I would suppose that 
Congress would always be very reluc- 
tant to enact special-interest legislation 
carving a particular business out from 
the application of a law so fundamen- 


tal to our economy as the Sherman 
act. Certainly I would urge that no 


such special interstate legislation be en- 
acted in the face of such grave abuses 
as the testimony before this committee 
shows exists in the insurance business.” 

Mr. Berge’s statement underlined 
clearly the anti-trust division’s strategy 
of making the Bailey-Van Nuys bill 
appear to be special-interest legislation 
rather than a statement of Congress’ 
original intent that the anti-trust laws 
were not to apply to insurance. 








‘ Ceneution Dates 


16-18—Research Bureau and Life 
Edgewater 





Nov. 
Agency Officers, Chicago, 
Beach Hotei. 

Nov. 29-Dee. 1, National Association of 
Insurance Commissioners, mid-year meet- 
ing, New York City, Commodore Hotel. 

Dec. 1, Institute of Life Insurance, New 
York City, Waldorf Astoria Hotel. 

Dec. 2-3, Association of Life Insurance 
Presidents, New York City, Waldorf- 
Astoria. 

Jan. 11-12, National Association of Ac- 
cident & Health Underwriters, winter 
meeting, Des Moines, Hotel Fort Des 
Moines, 








There'll Always Be 
A FUTURE! 


The character of insurance selling may 
change as conditions change. Yet, until 
the future becomes an open book, insur 
ance protection will always remain a basic 
human need. Lutheran Brotherhood offers 
the kind of policies and the kind of help 
that make selling easier under today’s con 
ditions. In Lutheran Brotherhood there'll 
always be a future—and a bright one— 
for the man who believes in insured se 
curity. Get details on the L-B plan now! 


(Representatives must be Lutherans) 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


APPLETON, WISCONSIN Herma .. Ekera, President 
608 Second Avenue Se Minneapolis, Minneseta 
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Telephone Used to Round 
Up Teacher Prospects 


A man who wants to work on busi- 
ness insurance cases needs to have some 
ready source of other business which 
will provide a steady flow of commis- 
sions. Roger T. Maher, Phoenix Mu- 
tual, Boston, likes to develop business 
insurance particularly, but to provide 
the constant income, he has worked out 
a technique of making appointments 
over the telephone with women who are 
teachers in private schools and colle 
As a source of names he gets referred 
leads from those who are sold and then 
also uses the lists of teachers employed 
in the schools. He has worked almost 
all of these private educational institu- 
tions around Boston and is therefore al- 
ready known among their teachers. 





Calls in Afternoon or Evening 


Most of his telephone calls for ap- 
pointments are made in the afternoon or 
the evening. What he usually says is: 
“This is Roger Maher talking. I have a 
number of retirement income _ policy- 
holders out there. I am going to be 
there next Tuesday and would like to 
see you then.” Women are more promi 
than men to ask immediate ly Vv who some 
of these policyholders are and the agent 


must be prepared to give a satisfactory 
satisfactor ry 


answer. However, once a 
answer has been given the 
not at all difficult to see, 
they have no retirement is 
ance. y will set a da 
for the call and their comme 
any plan proposed are 
genuine than those by 

from men prospects. When a woman 
says “No” to the insurance salesman, 
time is better spent in seeking a new 
prospect than in spending it to change 
the negative into an affirmative answer. 


Letter Paves the Way 


Telephone calls 








for appointment 
made only after a letter has been 
out first outlining in general terms 
retirement income plan. ype M 
confines most of his work with t 
teachers to those who are between 
ages of 35 and 50. He does this because 
when a woman of that age has not yet 
started off on any program for life in- 
surance retirement income, it is not nec- 





essary to spend any time discussing the 
desirability of such a plan. Time has 
taken care of that. Oftentimes, the 


younger teachers have not come to a 


realization of the necessity for prepar 
ing to meet age 55 serenely and cannot 
be easily convinced. The average _pol- 


Icy runs 
on the 


$3,000 to $4,000 and is 
gular retirement income form. 
The hone plays a dominating 
Part in whole program, because by 
careful selection of names and telephone 
appointments, Mr. Maher has _ practi- 
cally a regular income from one source 
enabling him to develop and talk busi- 
ness insurance cases witl the strain 
between sales which in- 
doubt and destroy self 








10ut 





duce fear 
confidence, 


Richard Emerson’s Plan 


Richard Emerson of the same com 
pany uses tl telephone approach 
Emerson of the Phoenix 

Insurance Company. You 
having sent in an inquiry 

retirement income plan I 
spend two days a month in 
and I will be there on next 
and Thursday. Which of 
days would fit in with 
j for my call?” If the pros- 
pect has received a letter about the re- 
lirement income plan but has not re- 
Plied, the conversation is modified to 


and 











about the 








best 





“uy aft i ° 
You recall receiving the le 


1 . 
tirement income plan. 


Say, 
about our re 
No Selling Over Telephone 

Mr. Emerson does not attempt to do 
kind of selling over the telephone. 


He does not go into any detail about 


plans. If there is any kind of ob- 
jection, he is ly to repeat his basic 
again, saj “Most men are look- 





the 


into this plan for taking care of 
re. Which of the two 

nesday or Thursday, woul 
convenient for you te take 
to go it?" Never ask 





over 








appointment on the same 
phone call is made. Men are 
too busy that day. The best 
phone for aPI ointments is directly after 
the dinner hour. 
Two Points Emphasized 
Two points about this telep e-ap- 


















pointmer 
First, 


selling. 
I 


of offerit 1g t 


either of wl 
the agent. 
lieves it important 
is going to be in 
regular 


that the y 


business. 
do not wz 
ut 





Getting Excited About Job 
Key to Successful — 
WICHITA FALLS, TEX —“ 








allas, 
Asso- 








1ey aren't all e 
ing,” Mr. Hay 
“One is excited about 
about 
another about 





system; another 
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phans; 


snort: 
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Hearing on States’ Rights 
Bill Mluminating 


(CONTINUED FROM PAGE 2) 


tem. Several of the senators and con- 
gressmen apparently saw in these ref- 
erences a contradiction of the assertion 
of the Departn ient of Justice that the 


‘ution has no pu 
ting alleged 
‘rman act 


one point, for instance 


anti-trust prose rpose 
bevond 
violate 
guson 
whether 
nev-general to 


vyhuses which 
uses W C 


Senator Fer- 





ec province of the attor- 


pass judgment upon the 


efficiency of state regulatory acts. Bid- 
dle had just made some reference to 


the “inadequacy” of such laws. Biddle 























































































replied that he was not criticizing the is a li Not only i é $700,000 
rate laws but rather was cond ing but tl e is ot a ( a ind 
the fact that in many states raised t I asses 
no rating statutes. ment against insurance companies, no 
Senator Ferguson of Michigan asked special assessment, either as a slus 
Biddle whether he was advocating fed- fund r ounsel fee rf as a 
eral regulation of insurance to vich | rel f 
the attorney-general replied that 
nothing of that kind in mind 
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The appearance E. W. Williams 
New York, the new i et 
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of fire insurance companies but from 
mutuals and life insurance agents, and 
chambers of commerce. 

“That is all we have 
lobby, sent out that one thing. 
talked to people who have asked 
10 or 12 Senators and 10 or 12 
gressmen, and that is all.” 

Biddle remarked that the editorials 
that he offered in his statement did not 
in any way touch on or suggest any 
lobbying question; they were editorials 
written against the principles involved 
in the suit. 

“Yes; you quoted about five or six,” 
Mr. Williams said. “I could bring in 
hundreds of them, but I don’t think we 
want to fight it out in the newspapers; 


done in the 
I have 
me, 
Con- 


we are appealing to the Congress and 
not the newspapers.” 
Celler Is Heard From 

Celler said he had received many 
messages from agents’ organizations 
as to whether these associations are 


controlled by the companies. 

“The members of Congress have sent 
me a very large amount of literature 
from individuals and from agents,” Bid- 
dle said. “Much of this literature is 
identical in form. I should think that 
would indicate, at least to the opposi- 
tion of the bill, that that is very prop- 
rly headed by the insurance companies 
whose interests are in favor of the 
passage of the bill. I think the mem- 
bers of the Senate and of the Congress 
are very familiar with that because I 
understand that there has been a great 
deal of literature in the House and in 
the Senate very properly setting forth 
the views of the insurance companies 
and their agents.” 

“T think it might 
mittee to know this, that some of the 
organizations included in the list, the 
list of these various organizations which 
I have, maintain lobbying committees 
to influence proposed legislation, and 
very properly, I think the companies 
should be represented.” 


interest the com- 


Expansion of the Law 


The 
interest: 

“Don’t you have the notion that more 

decisions of the Supreme Court 
somewhat expanded the operation 
of the interstate commerce clause?” 
Judge Sumners asked. 

“Of course I do,” Biddle replied. 

“Beyond what was held to be 
scope at the time the antitrust 
was enacted?’ 

“Cases ae with the expansion of 
life, the development of the continent 
with the railroads,” the attorney gen- 
eral asserted. 

“Also an expansion 
write the opinions, too? 
said. 

“Certainly,” said Biddle. 

“But my question was whether or not 

interstate commerce clause in its 
has been expanded by de- 
the court, as I understand 
from your contention, since the anti- 
trust law was enacted?” 

“Why certainly, it has been expanded. 
I think there is no question about that; 


following exchange caused much 


recent 


have 


its 
law 


of the men who 
’ Judge Sumners 


the 
application 
cisions of 


in view of the expanding interstate 
business of the country, the law ex- 
pands.” 

“The Congress might arrive at the 


conclusion that the courts had stretched 
it beyond what they intended it to ac- 
complish,”’ was Judge Sumners’  re- 
joinder. 

“Certainly the Congress might repeal 
the antitrust law tomorrow, and I hope 
they won't, and I am here to say that. 
Of course, it you want to repeal the 
Sherman act, there is nothing to pre- 
vent you. Of if you want to make an 
exception for this great interstate flow 
of insurance companies under which 
80% of the insurance is interstate of al- 
most every company, there is nothing 
preventing Congress from doing that. I 


just wanted to say that I hope you 
won't.” 

“But what I am trying to get at is 
this: If the courts have expanded the 


application of the antitrust provisions of 
the constitution beyond where it was at 





———————————————— 











WARTIME LIFE INSURANCE 
PER FAMILY AT NEW PEAK 




















a) 
VJ 





























the time Congress enacted the law, 
then it might present a question to 
Congress as to whether or not it ought 
to try to bring the application back 
where it was at the time it enacted the 
law.” 

“Bring the application of the law back 
to a country which existed 100 years 
ago, which is hardly oy kind of coun- 
try that exists now,” Biddle declared. 

“Wouldn’t it be more orderly to en- 
deavor to have Congress enact legisla- 


tion than to persuade the Supreme 
Court that former decisions were 
wrong?” Congressman Walter  inter- 
jected. 





ENCROACHING TOO FAR 





“Tt doesn’t seem to me to be orderly 
when a group of men have been in- 
dicted under a criminal statute and 
when their case is before the Supreme 
Court for decision, for Congress to 
come in and take away that case from 
the Supreme Court,’ the attorney-gen- 
eral said. “That doesn’t seem to me 
the ordinary procedure that we Ameri- 
cans are used to.” 

“Perhaps there are some of us that 
feel that executive branches of the gov- 
ernment are encroaching a little bit too 
far,’ Walter said. 

“T have no conception that all of you 
will agree with me, of course,” declared 
Biddle. 

“The remedy in that regard would be 
to impeach those who do the encroach- 
ing,’ Celler remarked. 

“As we all know, 
sometimes a difficult method. I think 
Congress has found methods which 
would be more successful,’ Biddle said. 

Celler declared that Section 29 of the 
Marine Insurance Association Act pro- 
vides specific exemption from the anti- 
trust laws. However, the marine insur- 
ance companies did not object to regu- 
lation and control by a federal body, the 
Maritime Commission, or some kindred 
body. 

“Do you think that these insurance 
companies who are now complaining 
would be willing, if they get exemption 
from the antitrust laws, to have some 
federal regulatory bodv, as did the ma- 
rine insurance companies?” he asked. 

“T am sorry but I can’t answer that 
question. I suggest that you ask some 
of the representatives here of the insur- 
ance companies,” Biddle declared. 

Mr. Biddle was asked at one point 
whether the competition of mutual com- 


impeachment is 





panies does not hold rates to a proper 
level. To this Biddle replied that he 
does not say that the mutuals do not 
charge excessive rates. 

Mr. Biddle at one point alluded to 
complaints of hotel men that stock 
company people have “boycotted” them 
because they were insured in mutuals. 
Some of the senators remarked that 


they regarded that as natural business 
reciprocity. Mr. Biddle insisted it is 
boycott. 


On this question of ‘boycott’ Sena- 
tor Bailey said that for years he had 
followed the practice of dividing his in- 
surance on his properties in Raleigh 
equally between mutuals and_ stock 
companies and he has never had the 
slightest trouble. 

“T have never had any threats either; 
I can testify to that effect also, that I 
have never had any threats in my in- 
surance experience,’ Biddle said. 

“You have got just one single case 
and I don’t think that makes a case,” 
3ailey asserted 

“TI think that is a little bit like saying 
that you indict a man for one single 
crime, and you don’t bring up the cases 
where he didn’t commit a crime,” Bid- 
dle said. 

“Wasn't that simply a case of fire in- 
surance agents patronizing a hotel that 
did business with them? That is a nat- 
ural thing to do,’ Congressman Han- 
cock declared. 

“T think it is a pretty straight boy- 
cott; perhaps you w ould have a different 
interpretation.” 

“Well, they held conventions in this 
city, as I understand it, and they found 
that this hotel wasn’t doing business 
with ‘board’ companies but with mutual 
companies, and they went to the hotels 


that patronized their business,” Han- 
cock asserted. 
“What would you call that?’ Biddle 


asked. : 
“T would call it perfectly natural.” 
“The cases call it boycott.” 


Inadequacy of Legislation 


When the question of the inadequacy 
of state rate regulations was under dis- 
cussion Biddle was asked why the state 
legislators, with their power to act, had 
not enacted rate regulation laws that 
would be more to Biddle’s liking. Could 
it not be because the public is satisfied? 
he was asked. To that he answered that 
the public is dissatisfied, judging by the 
complaints that he has received. 

Celler at one point said that since the 
preamble of the Bailey-Van Nuys bills 
in effect says that insurance is not 
commerce, would it not also imply defi- 
nitely that insurance companies would 
then be exempt from legislation con- 
cerning labor, social security and other 
kindred subjects. 

Congressman Hancock said the bill 
merely refers to the Sherman antitrust 
act, not to the National Labor Rela- 
tions Act or any other act. 

“Does it say that insurance is not 
commerce? If it does, I suppose that 
it would affect all statutes, wouldn’t 
it?” Siddle asked. 

“The bill merely says that the Clayton 
act and the Sherman act shall not be 
construed to cover the business of in- 
surance,” Hancock said. 

“It doesn’t say anything about com- 
merce,” Ferguson asserted. 
“Read the preamble,” 

manded. 

“That is not a part of the act, and will 
be stricken out before it comes to the 
House,” Hancock declared. 

3iddle is sharp, aggressive and adroit. 
He cuts a dashing figure and sartorially 
is perfectly turned out. He seems to 
be temperamentally a prosecutor. 

Few guess are being hazarded by 
informed sources as to the probable out- 
come of the legislation. The Kiplinger 
letter the other day made the unquali- 
fied statement that the bill would not 
pass but most informed observers be- 
lieve that it is too early to make any 
kind of a prognostication. Some believe 
that the .bill will be passed but they 
doubt whether there would be enough 
votes to pass the bill over a veto if it 
should be vetoed. There is always the 


Celler com- 
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Niemann’s Agents Handle 
Prospects with Gloves and 
Write $737,000 in October 


DES MOINES—An investment in 
460 pairs of white canvas gloves re- 
sulted in $737,000 in new business in Oc- 
tober for the W. K. Niemann agency of 
Bankers Life of Iowa in Des Moines, 
The Niemann agency not only led the 
company in production but had its sec- 
ond best month in eight years. Each 
agent was sent a pair of gloves each 
day so he could give them to a farmer 
prospect. Attached to the gloves was a 
card: “America needs your hands, your 
family needs Bankers Life protection.” 

Walt Mahaffa, Rockwell City, led the 
17 full-time agents, all of whom passed 
the $10,000 mark, with $200,000 new 
business. Gordon Forsyth of Colfax 
was second with $102,500. Vernie Hoff- 
omer, Callender, a new agent in his sec- 
ond month, turned in $75,000. 





Competition for Manpower 
Stimulates Group Sales 


LANSING, MICH.—Michigan | life 
insurance men see an exceptional oppor- 
tunity for placing group contracts coy- 
ering employes of governmental units as 
a result of the current manpower short- 
age and the efforts of governmental sub- 
divisions to hold their employes at a 
time when war industries and other busi- 
nesses are offering much higher pay 
scales. 

Typical of this situation and of the 
possibilities for its exploitation was the 
closing by Aetna Life at Flint of a con- 
tract with Genesee county under which 
all county employes are to be offered 
$1,000 group certificates without cost to 
the individual workers. 

Officials of the board of supervisors 
frankly admitted that the insurance plan 
was a move to induce county employes 
to retain their present places. Cost to 
the county will run around $200 monthly, 
it is estimated. 


Parker and Decker Named 


ST. PAUL—Clyde Parker, North- 
western National Life, and Martin 
Decker, Minnesota Mutual Life, were 
elected co-chairmen of the Twin City 
Home Office Life Club at a meeting 
here. Ingolf Lee, Lutheran Brother- 
hood, was named recording secretary. It 


was decided to adopt a wartime sched- 
ule of four meetings a year, the next to 
be in mneetenre Dec. 14. 


RECORDS 


State Mutual Life—In less than 10 
months of 1943 the company paid for 
more business than for the entire year 
of 1942, and there has been an unbroken 





series of gains for each of the eight 
months so far this vear. For the year 
to date there is a 26.36% gain. 


Fidelity Mutual—President E. A. 
Roberts announced the 1943 goal of 
$400,000,000 in surance in force was 
reached well in advance of schedule. The 
production annually comes from the fall 

“football” contest. 

Agencies are grouped in eight leagues 
according to paid volume Sept. 1. Each 
team plays each other team in its league 
for a game covering a week, seven games 
in all. A composite scoring plan em- 
bodies yards of gain for submitted and 
paid business. League winners standing 


highest in games won, later will enjoy 
a victory dinner. 

possibility that the bill might be 
amended so as to destroy it. 


Among the life insurance people at- 
tending the hearing were John A. L loyd, 
vice-president Union Central Life, and 
Howard W. Kacy, first vice-president, 
and Eugene Thore, counsel Acacia Mu- 
tual Life. 
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If hunting were poor, your children didn't 


eat. If harvest were lean, you might not live 
through the winter. Upon your strength and 
skill, there hung the very life of your family. 


That was but a few decades ago, in America. 


How marvellously life insurance extends 
‘ your strength and skill, to care tor your tam 
1 


ity far beyond your death, you know. This 


miracle should be cause for our daily thanks. 






IATIONAL 


LIFE INSURAINCE COMPANY 


BIRMINGHAM’ ALABAMA 
FRANK P. SAMFORD. PRESIDENT 





























HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 


Chosen by more than 100 Insurance Organizations as their 
meeting place—many returning again and again... A 
true “Mecca” for the Insurance Fraternity ... Where you'll 


always meet your friends and associates. 


W. M. Dewey, Managing Director. 
Phil. J. Weber, Res. Manager. 
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We, the officers and personnel of the 
Friendly Company, give thanks for the “Stars 
and Stripes” and for the privilege of protect- 
ing that flag with our all. 


When our forefathers bequeathed the 
stripes and thirteen stars to us, they gave us 
a very real possession—FREEDOM—a pos- 
session to be envied, treasured, guarded and 
worked for—a gift to all our people that must 
never be allowed to die out. 











That is our task and we thank God that we 
have been given the ability to fulfill it. We, 
with each and every American, pledge our- 
selves to preserve that freedom and in doing 
so, preserve the right of opportunity for all 
the right to progress and grow and live in 
real freedom. 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


FRANKFORT _ INDIANA 











WE "POINT WITH PRIDE” TO— 










Our clear-cut, concise agency con- 
tracts that contain incentive pay! 


Arkansas and Missouri 


For further information write to: 


AGENCY DEPARTMENT 


3207 Washington Boulevard, St. Louis, Missouri Allen May, President 




















THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 


to 64 next birthday. 
——— an 


A POLICY FOR EVERY PURSE AND PURPOSE 
——-—O-——— 


Charles T. Chase 
TREASURER 


Philadelphia, Penna. 


Bernard L. Connor 
SECRETARY 


Basil S. Walsh 
PRESIDENT 


Independence Square 





























GRATEFUL FOR HER EQUITABLE LIFE INCOME 
and 
EDUCATIONAL FUND FOR SON 


The following letter from the beneficiary of Equitable policies taken by a prudent 
husband and father comes to a member of one of our California Agencies who was 
instrumental in effecting the insurance: 


MR. BERNARD FIEHLER, 
c/o The Kellogg-Van Winkle Agency 
Los Angeles, Cal. 
San Diego, June 29, 1943. 


My dear Mr. Fiehler: 


In these wartime days when American soldiers are fighting in the far corners of the world 
we hear a great deal about the “American Way of Life,” for the preservation of which they are 
risking their lives. I am a widow with an eight-year-old son, and I hope that his heritage may 
be the kind of an America in which his father and I grew up. I hope that he, too, will enjoy 
the “American Way of Life.” Because his father wanted to make sure that his son’s heritage 
would also be the way of life he had planned for him, he was grateful for the advice and 
counsel offered by the Equitable agent who drew up a plan of life insurance to fit our family’s 
budget and needs. It is based on a life income plan, plus an emergency fund, and an educa- 
tional fund for our boy. The life income feature means that as long as I live the Equitable 
Society will send me a check each month. Naturally, while my boy is growing up the check is 
larger, but think of the feeling of security that I have in the knowledge that as long as I live 
I am assured of an income! My husband, of course, expected to live to provide for us, but he 
died very suddenly. Immediately, the Equitable took up the task of helping us to maintain 
our way of life. Certainly, life insurance is sold because someone must live. 


Because I was deeply grateful for my income from Equitable I came to you for help in plan- 
ning to use my son’s Social Security Income to provide further for his future. Again an Equit- 
able plan was drawn up to fit my needs. This provides an insurance policy for my son which 
will be paid up while he is still a young man and which will, I hope, be the basis of a life insur- 
ance program for him. It also provides for him, no matter what may happen to me, a sum of 
money available when I feel he is mature enough to manage it wisely. The sense of security 
for him which this gives me is immeasurable. 


My gratitude is not easily expressed in words. I do have a very deep feeling of appreciation 
for the service the Equitable Society has rendered and is rendering my family. For your share 
in this service please accept my thanks, 

Sincerely yours, 


5. W. %. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 SEVENTH AVENUE, NEw YorK . Tuomas I. PArRKINSON, President 











